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Gompers Indorses Standardization 


President American Federation of 
Labor Declares Production Can Be 
Increased by Eliminating Duplication 


ABOR’S general position on the 
standardization of manufac- 
tured products, and its specific 

attitude toward Secretary Hoover’s 
belief that production can be in- 
creased and costs lowered, without 
reducing wages, by standardizing 
manufactured articles, as far as 
practical, through the elimination of 
excess varieties and types, are mat- 
ters of interest and importance to 
business men everywhere, and espe- 
cially to hardware manufacturers 
and jobbers, because these questions 
are being closely studied at the At- 
lantic City conventions, and by the 
National Retail Hardware Associa- 
tion. 

Our reason for interviewing Sam- 
uel Gompers recently was, therefore, 
to ascertain, if possible, Labor’s atti- 
tude on this matter. 

When we interviewed Mr. Gom- 
pers in the president’s office at the 
American Federation of Labor Build- 
ing, Washington, he had just re- 
turned a few hours previously from a 
four days’ speaking trip. He had 
spent four nights on trains, and al- 
though he was somewhat tired, as 
might naturally be expected of any 
man in his seventy-third year, we 
were particularly struck by his erect 
vitality and mental alertness. 

Whether you agree or disagree 
with Samuel Gompers, when you 
meet him and talk with him inti- 
mately, you are impressed by his in- 
flexible determination to achieve 
general recognition for those prin- 
ciples in which he believes. 

He is probably the only man thor- 


By CHARLES DOWNES 


oughly qualified to accurately fore- 
cast Labor’s attitude toward any 
given question, because of his long 


Samuel Gompers 


years of experience as president, and 
official spokesman, of the American 
Federation of Labor. 
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It was somewhat of a surprise, af: 
ter we had stated the purpose of our 
interview, to find that Mr. Gompers 
agreed with Secretary Hoover on 
many points. 

“I am glad to find myself in ac- 
cord with Mr. Hoover in many 
things,’ Mr. Gompers said; “I re- 
gard him as one of the great men of 
America. 


Standardization Worth Applying 


“The standardization of types,” 
he continued, “wherever that is prac- 
tical ought to be applied, so long as 
that does not interfere with the di- 
versity of industry. The matter of 
excessive variety, as you have cited, 
is an instance wholly unnecessary 
and largely wasteful. I would not 
like to see anything done that would 
interfere with the operation of the 
human mind in giving expression to 
thoughts of the mind. Some things 
are changed — the variety of imple- 
ments, tools and machinery—without 
the slightest improvement of one 
over the other. These should be, by 
voluntary action, standardized and 
thus make production greater. 

“I remember before the United 
States entered the war, Howard Cuf- 
fin, president of the Hudson Motor 
Co., interested me and I co-operated 
in the movement to have a survey 
made of the industrial plants of the 
country and to learn what they could 
and would do in the production of all 
things necessary in the event of our 
being drawn into the war; and to 
learn if small orders might be given 
to some or most of these plants or all 
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of them, if the plans, the blue prints, 
the gages, were furnished to these 
companies. To this questionnaire, 
whole-hearted and practically unani- 
mous responses were received. Men 
who know have said that this move- 
ment inaugurated by Mr. Coffm, and 
in which I whole-heartedly co-oper- 
ated, saved six months at least in the 
preparation by the United States for 
the war. It was preparedness and it 
was standardization. 

“When the United States stand- 
ardized the gage on the railroads of 
this country it accomplished won- 
ders. It has made all trains capable 
of running on any railroad track in 
the country. 

“In all things that are practical 
there ought to be standardization, 
but I hope the time will never come 
when standardization in industry 
shall be by formula set forth in the 
laws of the Government. I want to 
see that done by the intelligent ac- 
tion of associations of workers and 
employers. 


Free Play for the Mind 


I emphasize this thought, for I 
am not in sympathy with the old Ger- 
man Kaiser idea of ‘verboten—Thou 
shalt not, it is forbidden.’ I would 
give free play to the mind, not for 
duplication with a slight variation of 
no advantage to anyone, nor to curb 
the free play of the minds of Amer- 
ican men and women. It can’t be an 
advantage to industry or to science.” 


Labor Unaffected 


’ 


“In your opinion,” we asked, “will 
labor be materially affected by the 
elimination of excess varieties and 
types of manufactured products?” 

“I think not,” he replied. “It 
would mean greater productivity; 
that is, if the article produced is su- 
perior to another.” 

“Has labor been officially consulted 
on the matter of simplified prac- 
tice?” 

“Not to any extent; in a few in- 
stances, yes.” 


Specialization Essential 


“Would you be willing to consider 
recommending the principles of 
simplified practice to labor, so as to 
eliminate alleged unnecessary spe- 
cialization by factory workers?” we 
inquired. 

“As a matter of fact,” he said, 
“they are not correlative. Wherever 
specialization exists in any industry, 
it would not be materially changed 
by simplification. 

“T cannot conceive of getting away 
from specialization and getting back 
to the old method of the workers 
performing and making the entire 
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product. There may come a time in 
the future when we shall do that and 
the men will know atl the parts of 
labor to be performed in the produc- 
tion and perfection of a given arti- 
cle, but that time is not now. 


“Production as a rule is primarily - 


for profit and not for the education 
of the workers. The worker who 
toils eight hours a day, performing a 
little infinitesimal task ' thousands 
upon thousands of times each day, 
can find little joy in the art of his 
work. 

“There is a story of a man who 
applied for a job in a machine shop. 
They wanted a man and asked him: 
‘Where did you work last?’ He said 
that he had worked for Mr. Ford in 
his automobile plant in Detroit. 
‘Well, what did you do—what was 
the character of the work that you 
performed while there?’ He replied: 
‘I screwed nut No. 472.’ And that 
is all he did in that plant. Of course, 
that is an exaggeration, but it is a 
typical exaggeration. It is an exag- 
geration of the division and subdi- 
vision of industry.” 


Limiting Production 


“Will you clarify Labor’s position 
on the matter of limiting the produc- 
tion of factory workers to the level 
of the slowest worker?” 

“That has never been the case, is 
not the case, and so long as intelli- 
gent American labor continues, it 
never will be the case, for, as a mat- 
ter of fact, this can’t obtain in any 
plant in which there is any degree of 
individuality in the work. Where 
there are numbers of men making 
up a team, the slowest man must 
keep up with the fastest who is help- 
ing in operating the machine. If the 
slow man can’t keep up with the fast- 
est, he. is soon landed in the street 
without a job in that plant, and that 
applies to every industry in which 
there is a team, whether it be of ten 
or fifty or more. The machine doesn’t 
slow down to suit the convenience of 
the slow man. It is put up until the 
fastest man must use his dexterity 
in keeping up with the machine. The 
slow man must keep up or go with- 
out employment, while another, who 
can keep up, takes his place.” 


Indorses Hardware Simplification 


“Would you be inclined,” we asked 
specifically, “to indorse an attempt to 
apply simplified practice in the hard- 
ware industry ?” 

“Wherever practical, yes,” he re- 
plied. “I mean by practical where it 
does not hamper the operation and 
development of the minds of the 
workers in the industry, for im- 
provement in the article to be pro- 
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duced, and in the tools and machines 
used in their production. I have a 
profound veneration for the human 
mind, and I don’t want to see it ham- 
pered by artificial, unnecessary and 
impractical restrictions.” 

* “What, in your opinion, is the 
fundamental reason for the continual 
duplication of manufactured prod- 
ucts?” 

“The greed for private gain,” he 
said, smiling. 

“Do you believe duplication can be 
stopped by agreement among manu- 
facturers and distributors?” 

“Hardly absolutely. Practically, 
yes.” 

Increasing Production 


“Do you believe that production 
can be increased and costs lowered, 
without reducing wages, by the 
standardization of manufactured 
products, through the elimination of 
excess varieties and types?” 

“T think so, with the aid of the in- 
telligent organized labor movement 
of America. There is, one fact, which 
is a great fault, in modern industry, 
that is, the duplication and speciali- 
zation in industry, the division and 
sub-division in industry, the monot- 
ony of the whole process for the 
workers performing so small a part 
of the work on a given article to be 
produced. It dulls the mind, stifles 
expression and stunts the body. 

“It may be a day dream, but I look 
for the time when through the won- 
derful inventive genius of our peo- 
ple, the production of greater and 
better tools than even we now have, 
the power in driving machinery with 
the human element in industry, we 
shall reach a time when there shall 
be brought into the industrial life of 
our people a greater joy in their 
work. 

“Industry and commerce can re- 
ceive no greater impetus from any 
other source than from the increased 
recognition of the human equation in 
industry. 

“The normal workday, and an hour 
of burdensome toil taken from the 
shoulders of the great mass of the 
working people of our country would 
give 40,000,000 of golden hours each 
day for the opportunity of generat- 
ing new ideas and plans and their 
practical operation to the advantage 
of. industry, commerce, the republic 
and the great mass of the people 
making up our republic.” 

Mr. Gompers paused. His gaze 
strayed through the open window in 
the direction of the Washington 
Monument. Then, turning slowly in 
his chair, he said: “In the language 
of the printer, ‘Thirty’” — and the 
interview was ended. 





October 19, 1922 


State Secretaries Plan for Future 


Forty-two secretaries of State retail 
hardware associations, and members of 
their staffs met in conference at the 
Hotel Sherman, Chicago, IIl., Oct. 2 to 
6 and outlined the plans for the State 
and national associations for the com- 
ing year. Herbert P. Sheets, secretary 
of the National Retail Hardware Asso- 
ciation, presided. C. H. Casey, presi- 
dent, and Hamp Williams, vice-presi- 
dent of the national association, at- 
tended all of the sessions. Field men 
representing many of the State asso- 
eiations also attended. 


Forsythe Heads Barcola Sales 


Daniel S. Forsythe, formerly sales 
manager of the Columbian Hardware 
Co., Cleveland, Ohio, is now associated 
with the Barcola Mfg. Co., Buffalo, 
N. Y.,in the same capacity. During his 
former business connection, Mr. For- 
sythe is said to have achieved notable 
success in the sale of the Columbian 
products. 


H. H. Colbus to Represent Down 
Tool Works 


H. H. Colbus, formerly sales repre- 
sentative of the Halcomb Steel Co., 
Philadelphia branch, will represent the 
Down Tool Works, Inc., Fleetwood, Pa., 
in Philadelphia territory, to handle 
high-speed tools and drills. 


Tap & Gage Co. Changes Name 

For the purpose of connecting itself 
more closely with the name of the in- 
ventor of its products, the Hartford 
Tap & Gage Co., Hartford, Conn., has 
changed its name to Hanson Tap & 
Gage Co. 





Roller Skates Held Sporting 
Goods by Federal Court 


Roller skates were recently held 
to be sporting goods and not toys 
by Judge Albert B. Anderson, in 
the Federal Court in New York 
City, and as a result it is said 
that the United States Govern- 
ment has $59,000 more in the 
Treasury. A number of sporting 
authorities testified in a prelimi- 
nary hearing that roller skates 
are sporting goods and not toys. 
Sporting goods are subject to tax, 
while toys are not. The skates 
over which the litigation was held 
comprise part of the stock of the 
former Liberty Pressed Metal 
Co. of Kokomo, Ind. 











J. E. Mesat to Start Mill Supply 
Business 


Jacob E. Mesat, for some years gen- 
eral superintendent of the large plants 
of the Machine Co., at the Homestead 
mills, a few miles from Pittsburgh, has 
resigned and will engage in the mill 
Supply business at Cleveland. He was 
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presented with a gold watch and charm 
by the employees of the shops, by whom 
he is held in very high regard. 


Dodd Accepts Fort Wayne Offer 


A. M. Dodd, formerly sales manager 
of the washing machine department of 
the Federal Electric Co., Chicago, IIl., 
has accepted a similar position with the 
Horton Mfg. Co. of Fort Wayne, Ind. 


Neely Nut & Bolt Co. to Expand 

The Neely Nut & Bolt Co., one of the 
oldest manufacturing concerns in 
Pittsburgh, has purchased some old 
buildings in that city occupying 80 ft. x 
130 ft. on South Twenty-second Street, 
on which it will make some large addi- 
tions to its plant. Bids are now being 
taken. 


Cyclone Fence Co. Buys Newark 
Plant 


The Cyclone Fence Co. of Waukegan, 
Ill., has recently purchased property at 
796-808 Frelinghuysen Ave., Newark, 
N. J., with a view of erecting a branch 
plant. It is understood that a second 
structure of this size will be erected 
shortly. 


Samuel B. Hubbard Dead 


Samuel B. Hubbard, formerly head 
of the S. B. Hubbard Co., Jacksonville, 
Fla., died at Blue Hill, Me., recently. 
Compelled through ill health to with- 
draw from active participation in busi- 
ness three years ago, Mr. Hubbard con- 
tinued, however, to devote himself un- 
stintingly to civic and religious affairs. 
He is survived by his wife and son, 
Thomas Hubbard, and his brother, 
Archer S. Hubbard, all of Jacksonville. 


Kennedy Takes Over Penn Steel 
Sales 


F. L. Kennedy, for some years dis- 
trict sales manager at Detroit for the 
West Penn Steel Co., Brackenridge, 
Pa., makers of steel sheets, and prior 
to that district sales manager for the 
company at Chicago, has been appointed 
general sales manager in place of 
George R. Fisk, who resigned recently. 
Mr. Kennedy will have his headquar- 
ters in the general offices of the com- 
pany at Brackenridge, which is located 
near Pittsburgh. 


H. F. Sawyer Dead 


Henry Freeman Sawyer, salesman 
Bigelow & Dowse Co., Boston, hardware 
jobbers, died recently at his home in 
Canton at the age of sixty. He is sur- 
vived by a wife and several children. 


Silverware Week, Nov. 13 to 18 


Silverware Week, which proved suc- 
cessful last spring, is scheduled again 
by the International Silver Co., New 
York City, for this fall. The date se- 
lected is Nov. 13 to 18. 
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Kruse Joins Clifton Mfg. Co. 


H. M. Kruse has recently severed his 
connection with the Baldwin-Kruse 
Manufacturers Sales Co., El Paso, 
Tex., and in the future will be asso- 
ciated with the Clifton Mfg. Co., of 
Waco, Tex., manufacturers of automo- 
bile top material, seat covers, wall 
tents, wagon covers, cotton picker 
sacks and similar articles. Prior to 











H. M. Kruse 


his connection with the Baldwin-Kruse 
company, Mr. Kruse was with the Sim- 
mons Hardware Co., St. Louis, Mo., for 
ten years. 


Davis Boring Tool Co. to Build 
The Davis Boring Tool Co., 3722 For- 
est Park Blvd., St. Louis, Mo., has pur- 
chased property at Forest Park Blvd. 
and Spring Ave., on which it plans to 
erect a new three-story factory build- 
ing. 
Greenwood Joins Russell, Holbrook 
& Henderson Staff 


Bert N. Greenwocd has recently 
joined the sales force of Russell, Hol- 
brook & Henderson. Inc., 30 Church 
Street, New York City. Mr. Green- 
wood, who will be stationed at the 
Bridgeport, Conn., office of this firm, 
was formerly connected with the Green- 
field Tap & Die Corp. 


Bassick Co. to Build 


The Bassick Mfg. Co., manufacturers 
of automobile accessories, 2638 North 
Crawford Ave., Chicago, Ill., has pre- 
pared plans for the erection of a one- 
story factory, 55 x 142 ft., on North 
Homan Avenue, in order to secure more 
adequate facilities. 


New Tool Firm Started 

The Rudolph Jiffy Tool Co., Eau 
Claire, Wis., has recently been incor- 
porated with a capital stock of $25,000 
to manufacture a line of mechanics’ 
tools and several automotive shop spe- 
cialties. Accommodations for the new 
enterprise have already been secured. 
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Maisel Accepts New Position 


Lorenz Maisel has recently disposed 
of his holdings in the Madison, Wis., 
Tool and Stamping Works in order to 
become factory manager with the Allen- 
Diffenbaugh Wrench & Tool Co., Bara- 
boo, Wis. For ten years Mr. Maisel 
was designing engineer and production 
manager for the Burgess Battery Co., 
Madison, Wis. 


New Cutlery Incorporation 

With a capital of $100,000, the H. J. 
Zinn Cutlery Co., Altoona, Pa., has re- 
cently been incorporated to manufac- 
ture cutlery products. The company 
specializes in the manufacture of electro 
silver-plated knives, rib enforced. It 
is stated that accommodations have al- 
ready been secured and machinery is 
now being installed and that actual 
operations will be under way within a 
comparatively short time. 


Gray N. Y. Agent for Marcy Tool 
Works, Inc. 


Arrangements have been completed 
by which D. W. Gray, Inc., 75 Barclay 
Street, New York City, will act as rep- 
resentatives in the metropolitan dis- 
trict for the Marcy Tool Works, Inc., 
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Abrasive Co. Planning New Plant 


The Abrasive Co., 30 Church St., New 
York, manufacturer of grinding wheels, 
is contemplating the erection of a new 
reduction plant in the vicinity of Chat- 
tanooga, Tenn. The new plant, it is un- 
derstood, would utilize ore from the 
company’s mines at Adairsville, Ga. 





Hardware Man Chairman 


Willys-Overland Board 


Henry L. Thompson, president 
Boswick-Braun Co., Toledo, Ohio, 
and of the William Bingham Co., 
Cleveland, Ohio, hardware job- 
bing houses, has been elected 
chairman of the board of direc- 
tors and chairman of the execu- 
tive committee of the Willys- 
Overland Co., Toledo, Ohio. 





Pace to Supervise Tindeco Stock 
Sales 


Anderson Pace, advertising manager 
of the Tin Decorating Co., Baltimore, 
Md., has been appointed supervisor of 
stock sales for Tindeco in the Chicago 
territory. Mr. Pace will retain his posi- 
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News Flashes from New England 


Arthur E. McEvoy, publicity and ad- 
vertising manager North & Judd Mfg, 
Co., New Britain, Conn., manufacturers 
automobile hardware and buckles, has 
resigned, to take effect Nov. 1. 


The hardware business of Preston 
Bros., Inc., 211 Main Street, Putnam, 
Conn., has been purchased by the Aben 
Hardware Co., 78 Bank Street, New 
London. 


The hardware business, land and 
store of Elms & Hall Co., Auburn, Me., 
has been taken over by the Darling 
Automobile Co. of that place. The 
Elms’ estate is being administered. 


At the third annual meeting of the 
Winchester Club of New England, held 
in Boston Oct. 9 and 10, D. Cowles, 
Brattleboro, Vt., was elected president; 
S. L. Ewald, New London, Conn., W. 
W. True, Newport, Vt., and Henry M. 
Sanders, Boston, vice-presidents; and 
W. B. Pillsbury, Rumford, Me., secre- 
tary and treasurer. Approximately 200 
attended the meeting. 


The New England Hardware Asso- 
ciates will hold a get-together meeting 
and dinner at the Hotel Brunswick, 


Putnam, Conn. A complete line of the tion as advertising manager of the Boston, on the evening of Nov. 7. One 


Marcy products will be carried for the 
New York trade. 
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stitution observed by the vast 

majority of the inhabitants of 
this country. Progressive merchants 
run special sales campaigns previous 
to the cleaning period and windows 
are dressed up with suggested pur- 
chases to assist the housewife in her 
annual cleaning work. This makes 
the spring a great time for paint 
sales. People clean their homes and 
then realize that a good coat of paint 
would make a 100 per cent improve- 
ment in the same home. The thrill 
that the budding flowers and increas- 
ing green of the trees is supposed to 
give seems to inspire painting. At 
any rate it should. 

But as an actual fact one makes 
these improvements obviously to 
make the home a more pleasing habi- 
tation. Climatic conditions make it 
Imperative (in most sections of this 
country) that people stay indoors 
more frequently and for longer peri- 
ods in the fall and winter than at any 
other time of the year. Surely this 
should lend itself as a willing theme 
to boost the sale of paint and varnish 
at this very season. 


Pushing Fall Paint Sales 


Frank Berman, president of F. 
Berman & Co., Jamaica, N. Y., says 
that his paint business will improve 
this fall. He expects to make it as 
good a season for this line as any 
other. He will make it a good sales 
period by pushing it in true merchan- 
dising style. Mr. Berman maintains 
a fairly large paint department and 
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Fall Pamting Is Property Insurance 


Timely Advice to 
Consumers Will 
Increase Your 
Profits This 


Autumn 


does an annual business which ex- 
ceeds $10,000. Jamaica is a suburb- 
an section of New York City, and it 
is easy to realize that the dealer in 
such a section must be on his toes if 
he expects to develop his trade 
against the competition from the city 
proper and in the section in which he 
is located. 

Mr. Berman believes that the paint 
department of the average hardware 
store can increase sales by leaps and 
bounds if spectacular methods are 
employed. He believes very strongly 
in carefully planned window displays 
and advertises constantly in each of 
the three Jamaica papers. His ad- 
vertising very often tells the readers 
of the success local people have had 
with his line of paints. This past 
performance copy has made a de- 
cidedly favorable impression, and 


presents a thought worthy of the 
consideration of dealers in other com- 
munities. 

This Jamaica store frequently pre- 
sents a brush free with each purchase 
In 


of one gallon of paint or varnish. 
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a label 
reading “With the compliments of F. 


such cases the brush has 


Berman & Co., Jamaica, N. Y.” Mr. 
Berman has recently had some adver- 
tising match safes made. These will 
also be given away with every gallon 
of paint sold during a specified period 
of two or three weeks. He has tried 
this souvenir stunt before and it has 
always worked out very profitably, 
increasing not only sales but the 
number of new customers. 


This Demonstration Increased Sales 


Irving Kessler, the live wire sales- 
man of F. Berman & Co., recently 
conducted 4 paint stippling demon- 
stration that made the eyes of Ja- 
maica residents pop out. Mr. Kessler 
stood in the window and quickly and 
roughly painted a slab of wood. He 
then took a sponge and dabbed it all 
over the painted surface. The result 
was amazing to many of the spec- 
tators who had often seen a stippled 
wall surface but had never known 
how it was accomplished. They had 
always thought it required unusual 
skill and special equipment. The 
quickness and the simplicity of the 
process seemed to act as a magnet 
which drew people into the store. 
The demonstration was only held for 
three days and then at stated inter- 
vals. A card was shown inviting the 
spectators to come in and ask any 
questions. Many of them did come 
in and the Berman paint department 
added many new accounts to its list. 

The demonstration was announced 
in the newspaper advertising of the 
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This gives one an idea of the stock carried by F. Berman & Co., Jamaica, N. ¥. 
Incidentally, this stock doesn’t stay here—it moves 


firm during the week in which it was 
given. People gathered in fairly 
large groups outside of the window. 
During one of the demonstrations 
it began to rain and one of the other 
salesmen ran outside and invited the 
people indoors before they had a 
chance to walk away. Kessler then 
brought his material inside and gave 
interior demonstrations for the re- 
mainder of the afternoon. 

The stippling process makes the 
painted surface look as though it 
were covered with wall paper. It is 
a very popular process with many 
painters who will never tell the lay- 
man how it is done. Mr. Kessler 
showed them and Mr. Berman, his 
employer, reaped the benefit of these 
efforts by added sales in paint, 
sponges and brushes. 

Capitalizing a National Event 

Another disciple of carefully 
planned window displays is C. H. 
Snyder, president and treasurer of 
Snyder & Robins, Inc., Asbury Park, 
N. J. Mr. Snyder believes that a 
gocd window display will make 
friends and customers out of the most 
casual passerby, who might other- 
wise walk on. Russell Edelman 
trimmed the paint window we repro- 
duce here and it looks to us to be as 
novel an idea in paint display as we 
have ever seen. This window was 
put in during the recent railroad 
labor disturbances. The show-card, 
“No strikes on this line,’ and the 
little imitation railroad train built 
of varnish and paint cans certainly 
show a real genius for display of the 
unusual type. 

Such a display ties up your goods 


with a current problem that interests 
everyone. After a man saw this win- 
dow he would have to tell everyone 
who mentioned train strikes all about 
the Snyder & Robins display. Mr. 
Snyder doesn’t say how much paint 
was sold through the suggestion of 
this novel window, but he does say 
that it proved to be a very successful 
and profitable piece of advertising. 
It caused much favorable comment 
from Asbury Park people and it 
brought home the idea of fall paint- 
ing as necessary to protect the house 
during the coming bad weather in the 
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winter season. It linked up the name 
of Snyder & Robins, Inc., with paint 
and varnish, in a way that a mere 
display of paint cans could not have 
done. 

This unusual window displaying 
paint is positively as simple as it is 
unique, which of course is one more 
point in its favor. 


$12,000 a Year in Paint 


Just a few miles beyond the city 
limits of New York is the town of 
Rockville Center, N. Y. It is a popu- 
lar residential town for commuters 
who work in the big city. Good train 
service on the Long Island Railroad 
makes it a convenient place to live 
and it is a thriving and pretty place. 
In Rockville Center we found a very 
interesting paint department in the 
hardware store operated by Hicks & 
Watts. This department dces at 
least $12,000 worth of business an- 
nually. 

The paint department is in the 
rear of the store, but is very complete 
and is known in the town as a place 
to get not only the material needed 
but also information on the best 
methods of doing a good painting job 
of any kind. 

This paint department consists of 
well arranged stock placed neatly on 
a row of shelves. There is a regula- 
tion sales counter over which the 
paint is sold, The counter displays 
are changed frequently to liven up 
the appearance of this section. Fre- 
quent window displays featuring 
paint help stimulate trade for this 
company and bring increased sales 
with each season. 





Although limited in size, this paint department of Hicks & Watts, Rockville Cent 


N. Y 


., does a $12,000 business every year 
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How Hardware Men “Say It With Flowers” 


HARDWARE AGE 
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The Morehouse & Wells Co. of Decatur, Ill, Expects 
to Sell 40,000 Bulbs This Season—Publicity 
and Reliability Sell This Line 


but the autumn is surely the 

time for bulbs. Just as seed 
sales grow into healthy profits so fall 
bulb sales can grow into handsome 
returns. A HARDWARE AGE reporter 
walked into a hardware store last 
spring and noticed the big seed de- 
partment right up at the front door. 
He started to ask some questions re- 
garding the sale of seeds and was 
very much surprised to find how seri- 
ously this firm considered this branch 
of their business. In response to his 
inquiries the proprietor said: 

“If we sell seed we should also sell 
the bulbs in the fall, and we look with 
a great deal of interest toward that 
Season every year. Our bulb depart- 
ment is one of the best good-will 
builders we have in the store. There 
18 something intimate about selling 


SS tut the an may be seed time, 


things that grow. They make a big- 
ger impression on the lives of the 
customers than almost anything else, 
and there is a better feeling toward 
the man who sells them first-class 
seed and bulbs, to say nothing of the 
business it brings in for tools, hose 
and all kinds of garden and lawn 
equipment.” 


Featuring Bulb Displays 


After we had the pleasure of hear- 
ing this merchant talk about seeds 
and bulbs we resolved to watch this 
fall to see what some of the hardware 
stores were doing in that respect. 
The first thing we discovered was the 
big bulb display, which is shown 
herewith. Morehouse & Wells Co., 
Decatur, Ill., have a large entrance 
way. On either side of the picture 
illustrated is a doorway, and this dis- 


play of fall bulbs was arranged be- 
tween the two doors so it could be 
seen from the street and by the peo- 
ple coming into the store. Signs call 
attention to this display of Dutch im- 
ported bulbs. The bulbs themselves 
are placed in two gallon jars and a 
sign on each jar shows the variety 
and price. An advertisement is also 
run in the local papers calling atten- 
tion to the stock just received. It 
lists the different kinds of bulbs, the 
varieties and the prices. 

It might be interesting to know 
that the people of Decatur have 
learned to watch for this announce- 
ment and on the opening day this 
year one customer’s purchases 
amounted to $107.60. The sales on 
bulbs will run all the way from $1 to 
$5 per customer and $10 and $25 
sales are not uncommon. This is 
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‘the fourth season that this firm has 
handled bulbs. The first year they 
imported 10,000, the second year 20,- 
000, the third year 30,000 and this 
year 40,000. The Dutch bulbs, tulips, 
hyacinths, narcissus and crocus, are 
imported from Holland. The paper 
white narcissus are imported from 
French growers and some time. they 
expect to add Japanese lilies. The 
lady who has charge of the seed Ge- 
partment in the springtime also has 
charge of the bulb sales. She has 
made a study of flowers and the trade 
appreciates her knowledge so they 
come to her very freely for their 
bulbs. 

Another of the Illinois hardware 
stores that make a strong showing in 
fall bulbs is the Barrett Hardware 
Co. of Joliet, Ill. They started out 
with small orders and this year pur-. 
chased 20,000 bulbs. An advertise- 
ment was run in the local paper just 
a few days before the shipment ar- 
rived and before the goods were re- 
ceived and ready for sale the entire 
20,000 had been sold from the news- 
paper ad. Now the firm is sorry that 
it did not buy 40,000. Although the 
crops of paper narcissus were short 
this year and prices on these bulbs 
were high, there was a tremendous 
demand. 

There are not very many places 
where bulbs can be purchased and 
frequently the customers have no as- 
surance that they are getting relia- 
ble and satisfactory stock. Accord- 
ingly, they put little faith in the ordi- 
nary stocks of bulbs to be found on 
the market. But when a hardware 
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ly your location in your town a 
good one? Is it where people 
tan drop in handily for the little 
things that ordinarily they won’t 
go out of their way to buy? These 
little ‘passed up” sales may amount 
to a big item in the course of a year. 
Get these sales—even if you have 
to move to a new location. The 
buying of little things establishes 
a habit that leads a man to the 
same store over and over again— 
and when it comes to the “big” pur- 
chase, he’ll go where he’s been ac- 
customed to going. 

It is a mighty easy thing to allow 
trash and refuse to accumulate 
about your store—and the accumu- 
lation may be so gradual that you 
become accustomed to it without 
noticing its effect. But other peo- 
ple do notice it.. Keep your store 
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merchant takes it upon himself to 
offer a line to his trade they know 
that he will use the same judgment 
in procuring first-class merchandise 
that he does in the other items he 
buys, and there is no hesitancy in 
giving him the business. 

There are domestic and importing 
firms that make a business of han- 
dling bulbs and they will be willing 
to offer suggestions as to the proper 
quantities to buy, etc. These firms 
suggest, for the small dealer, the pu- 
chasing of assortments which ordi- 
narily have a very good sale to the 
general trade. Then as this business 
grows, the different varieties can be 
purchased separately as the custom- 
ers by that time will be interested in 
getting the varieties they prefer. 

There are many new homes bLeing 
built at the present time and a large 
number of people have moved into 
new places. These new tenants will 
want to get things started this fall 
for next spring and there is nothing 
that will make the home more beauti- 
ful and livable than flowers. The 
more flowers or garden a man has the 
more things he will buy at the hard- 
ware store for up-keep. The mem- 
bers of the Morehouse & Wells Co. 
say that, although they have consid- 
erable business come to them from 
nearby towns in the way of mail 
orders, they prefer to have the cus- 
tomers come into the store as they 
nearly always go out with garden 
trowels, fertilizers and other things 
used in the garden, in addition to the 
bulbs they came to purchase. 

Most of the bulbs are planted in 
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October and November and are ready 
for spring flowering next season, 
There are many varieties that do wel] 
all winter in pots and are very attrae- 
tive for the inside of the home during 
the cold weather. There are others, 
such as the paper white narcissus 
that bloom in water. Here is a field 
for all sorts of pots, flower and bulb 
bowls. One man who sells 50,000 of 
the paper white narcissus every fall 
says: -“I arrange them in many at- 
tractive ways. To some I sell dry 
bulbs which the customer buys to 
plant in cut-glass bowls or other suit- 
able ware. Some I start in bowls and 
sell bowls and bulbs together. Many 
of my customers buy several dozen 
bulbs and plant at different times, in 
order that they may “have flowers 
right up to Easter. The first start to 
bloom Thanksgiving time and the 
rest bloom all during the winter. 

Selling the right kind of bulbs to 
a customer is like putting some 
money out on interest. All winter 
long the water bulbs bear flowers and 
the other kind remain dormant in the 
ground until the warm sun fills the 
gardens with tulips, hyacinths and 
countless other blooms. These flow- 
ers lend cheer and comfort to the 
home or garden and they preach 
good-will to the purchaser who gets 
them at the hardware store. This 
good-will is the hardware dealers’ in- 
terest money, and for this reason the 
initial profit on the sale of the bulbs, 
which is considerable, fades to the 
background as compared to the good- 
will and orders for hardware that 
come as a result of the flowers. 


Thoughts on Your Business 
'  H. E.. June 


bright and clean—a cluttered up, 
dirty place will unconsciously in- 
fluence trade in another direction. 
Soapsuds and water—paint and 
brush—these are mighty good in- 
vestments. 

Possibly you think that every man 
in your community knows all about 
your business and the kind of 
goods you sell. Your store is such 
a vital thing in your very existence 
that it is hard for you to imagine 
that the average man never gives 
it a thought except at comparative- 
ly rare intervals. 

By consistent and judicious ad- 
vertising you can exert a great in- 
fluence over a large territory at 
little expense. Without himself 
realizing it—your customer comes 
to your place of business and buys 
the goods you sell—if he constantly 


is familiarized with your store and 
your goods. Advertising can create 
this familiarity. Use your local 
newspaper, road signs, personal 
letters, and every form of good ad- 
vertising available to keep your 
name and your goods before the 
public. 

Conduct your business as nearly 
as possible on a cash basis—and get 
some kind of settlement on every 
“time” deal. The majority of busi- 
ness failures can be directly traced 
to unwise credit. The ancient sys- 
tem of open-book accounts is a dan- 
gerous as well as archaic custom. 

You cannot avoid carrying some 
goods over. But you can take care 
of such goods and see that they are 
properly stored and protected, and 
in that way reduce to a great extent 
the high cost of depreciation. 
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Miller Falls Tools 


_ BELCHER & LOOMIS HARDWARE co 


F actory Demonstrator Increases 
Tool Sales for Providence Firm 


N exclusive line of well-known 
A tools, featured in a window 

display, coupled with the aid of 
a tool demonstration by a factory rep- 
resentative, recently helped boost the 
sale of this line with the Belcher & 
Loomis Hardware Co., Providence, 
R. I. Howard E. Crabb of the com- 
pany dressed the window with the 
Millers Falls tool line. 

As can be seen in the picture, he 
used a pale-colored cloth background 
which served to set off a good con- 
trast for the tools on view. Five at- 
tractive show-cards were used. One 
invites the man outside to come in 
and try a special type of screw driver, 
and another describes this particu- 
lar tool. A third card has a general 
sales message and the fourth card 
shows a picture of this special screw 
driver. The fifth card is perhaps the 
most interesting one of the lot. It 
tells every one who sees the display 
that a demonstration of tools is going 


on inside under supervision of Mr. 
W. E. Clark of the Millers Falls Co. 
Mr. Clark, a factory representative, 
was available for mechanics and 
others who had tool] problems. 

Mr. Crabb, in making up his dis- 
play, used three or four manufac- 
turers’ display easels. These livened 
up the window considerably and 
helped keep a uniform display ar- 
rangement. There is a good and 
wide variety of tools shown in this 
layout, and it attracted considerable 
attention. It is really very surpris- 
ing to find so many people deeply in- 
terested in the use and care of tools. 
People often are inexperienced in the 
adjustment necessary on certain tools 
and a demonstration like this one 
offers them a wonderful opportunity 
to learn many kinks about them. It 
also serves to bring them into your 
store where they are sure to get a 
line on your general stocks. They 
may come in with a tool query and 


then notice some other item needed 
at home. Result, an extra sale. 

Belcher & Loomis did not only de- 
pend upon the window display to ac- 
quaint the people of Providence with 
the tool demonstration-that was go- 
ing on. They used some advertising 
space, and that, of course, helped a 
great deal in getting the announce- 
ment over. 

The window display is particularly 
well balanced. There is absolutely 
nothing suspended from mid-air 
from the ceiling to cause distraction. 
The line of goods is spread out in 
orderly fashion where anyone may 
see the complete display or easily 
focus the eyes on a particular tool. 

The advantages of special demon- 
strations such as this one can hardly 
be overestimated. The average man- 
ufacturer is usually very pleased to 
loan the dealer a factory representa- 
tive and special display material for 
such an occasion. 








AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 
Oct. 16, 17, 1922. Headquarters, Hotel 
Ambassador. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 


NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. T. James Fernley, secretary- 
treasurer, 505 Arch Street, Philadel- 
phia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 
Broadway, New York. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION, CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Bldg., Dallas. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver City Audi- 
torium, Denver, Col., Jan. 23, 24, 25, 
1923. W. W. McAllister, secretary- 
treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 23, 24, 25, 26, 1923. 
J. M. Stone, secretary, 202 Republic 
Building, Louisville. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, The 
Auditorium, Oklahoma City, Okla., 
Jan. 31, Feb. 1, 1923. W. A. Clark, 
secretary-treasurer, 20914 West Main 
Street, Oklahoma City. 


IDAHO RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Boise, Jan. 31, Feb. 1, 2, 1923. 
E. E. Lueas, secretary, Hutton Build- 
ing, Spokane, Wash. 
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SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, January, 
1923. (Place to be announced later.) 
H. O. Roberts, secretary, 1120 Metro- 
politan Life Bldg., Minneapolis, Minn. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 6, 7, 8, 9, 1928. Head- 
quarters, Rome Hotel. Exhibition at 
Auditorium. George H. Dietz, secre- 
tary, Little Bldg., Lincoln. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Judson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Feb. 7, 8, 9, 1923. E. E. 
Lucas, secretary, Hutton Bldg., Spo- 
kane, Wash. 


VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Norfolk, Feb. 7, 
8, 9, 1923. Thomas B. Howell, secre- 
tary, Richmond. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. Geo. W. Kornely, man- 
ager of exhibits, 1476 Green Bay Ave- 
nue, Milwaukee. P. J. Jacobs, secre- 
tary-treasurer, Stevens Point. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1923. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS .RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1928. L. D. Nish, secretary-treas- 
urer, Elgin, Il. 

IOWA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 13, 14, 15, 16, 1923. A. R. 
Sale, secretary, Mason City. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 14, 15, 16, 
1923. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Grand Forks, 
Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 
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CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 19, 
20, 21, 22, 1928. Le Roy Smith, secre- 
tary, 112 Market Street, San Francisco. 


MISSOURI RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Feb. 20, 21, 
22, 1923. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Expositions at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Duluth, Feb. 20, 
21, 22, 23, 1928. H. O. Roberts, secre- 
tary, 1120 Metropolitan Life Building, 
Minneapolis. 


NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics. Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, Southern 
Division, Convention, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, 
San Fernando Building, Los Angeles. 


CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION (place to be announced 
later), February, 1923. H. S. Hitch- 
cock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THE 
CAROLINAS CONVENTION. (Place to be 
announced later.) May 8, 9, 10, 11, 
1923. T. W. Dixon, secretary-treasurer, 
Columbia, S. C. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, May, 1923. (Place 
to be announced later.) L. P. Biggs, 
secretary, 815-816 Southern Trust 
Building, Little Rock. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Richmond, Va., 
June, 1923. Herbert P. Sheets, secre- 
tary-treasurer, Argos, Ind. 


SOUTHEASTERN RETAIL HARDWARE & 
IMPLEMENT ASSOCIATION CONVENTION, 
covering Tennessee, Alabama, Georgia 
and Florida. (Date and place to be 
announced later.) Walter Harlan, sec- 
retary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
(Date and place to be announced later.) 
E. R. Gross, secretary-treasurer, Agri- 
cultural College. 
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EDITORIAL COMMENT 


The Human Element 


HE time has come when the retail mer- 
chant must pay more attention to the 
development of the personal element in 
his business. What makes a store a 

vital factor in merchandising is not the stock on 
the shelves, the building which houses it, or the 
systems under which its operates. It is the 
human element—the man power of that store. 
We have been thinking too much in terms of 
merchandise and too little in terms of men. 


Fifty years ago the wagon was the vehicle of 
ordinary transportation. All the owner of a 
wagon had to do to keep it in running order was 
to grease the wheels every few weeks. There 
was nothing complicated in its make-up, and it 
had but few friction points. To-day we have 
the motor car with fifty or more friction spots or 
points of contact that require lubrication. 


Meanwhile business has undergone the same 
changes that have affected the wagon. The mer- 
chant touches human life to-day—customers and 
prospective customers—at so many more points 
of contact than his father did fifty years ago, 
that he must lubricate his business machine 
much more thoroughly if he is to develop it to 
a point where it will compare favorably with the 
goods he sells. 


Most merchants do not think enough about 
their employees. Their salesmen do not think 
enough about the boss and the business. The 
average man hates to think, although he likes 
to think that he thinks. He inherits his ideas, 
his prejudices, his opinions and his systems. 
Your ledgers do not show the profit they should 
because you do not get your men to think about 
the importance of your business and your serv 
ice, 





The men behind hardware counters are busi- 
ness contact points. They represent invest- 
ments of the highest type—human investments 
—and they can be made to produce the highest 
rates of interest of any investment a merchant 
can make. They need and are entitled to the 
same care and treatment as the contact points 
of a high power car. Your greatest problem is 
the improvement of your human contact points. 


Primarily the job of a merchant’s salesmen is 
to exchange merchandise for money. Only as 
they grow in ability to do this job well can the 
merchant’s profit grow. The visit of a customer 
to a store is worth only what the salesman can 
make it worth. At the same time there is not a 
single article in a merchant’s stock that does not 
have behind it some concrete, practical reason 
why some one should buy it. Do your men know 
those reasons, and can they clearly explain them 
to others? If not, there is something wrong with 
your human contact points. 


Look the situation squarely in the face. 
Every man on your force is either an asset or a 
liability. He is either representing or misrepre- 
senting you and your service. Whatever he is 
doing for you reflects what you are doing for 
him. 

Are you holding regular store meetings where 
mutual problems are talked over? Are you in- 
viting traveling salesmen to teach your men the 
selling points of the merchandise you carry? 
Are you making sure that your salesmen read 
trade literature? Do you take your men to the 
trade conventions? If not, then you are neg- 
lecting your human points of contact. You are 
trying to carry a truck size business on a two- 
horse wagon. In short, you are behind the 
times. 
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FEW days ago, a hardware man 
in Western Pennsylvania men- 
tioned the fact that he happened to 
know that his competitor’s paint 
business was growing and growing 
fast. At the same time, when he 
checked up his own volume of sales, 
he discovered that he was away off. 
This statement was made to the 
writer at the luncheon table in a 
hotel. After luncheon, we walked 
down to the store. The writer said 
nothing, but started to look around 
for the paint stock. It was nowhere 
in sight. There was no paint in evi- 
dence, there was no paint advertis- 
ing in sight and there were no color 
cards displayed. 

After looking everything over (it 
was the first time we had been in 
the store) we asked him where he 
kept the paint stock. He called us 
into a back room, and there put away 
out of sight as nicely as a paint stock 
could be put away was a splendidly 
assorted stock. 

It was up to us to start asking 
questions, and naturally the first 
question was, “Why keep it back 
here?” Next, “Do you ever solicit 
any paint business?” “Do you know 
how many houses in town need 
paint?” “Are you acquainted with 
the painters?” His answers from a 
money making standpoint were un- 
satisfactory in every detail. He 
kept the paint in the rear room be- 
cause that was where he found it 
when he bought out the store. He 
never solicited paint business be- 
cause he did not think it was neces- 
sary. The painters in the town were 
not very satisfactory pay. 

We spent the greater part of the 
afternoon explaining to this man 
that if he would just get some of the 
slow-moving articles off the front 
shelves, and get the house paints, 
sundries and varnishes up where 
they belonged there would be a great 
increase in paint sales. We told him 
if he made up a list of all the prop- 
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erties in the town that needed paint- 
ing, and then thoroughly posted 
himself on his line and went out and 
talked paint, his paint stock would 
start to turn as it should. 

The painters, supposed to be poor 
pay—pay their grocery bills and 
dress well. If he would start to 
cultivate them, he would get their 
business and get their money in the 
bargain. 

This instance is not a single in- 
stance. It is the same all over the 
country. Hardware dealers are be- 
ginning to think about the paint busi_ 
ness, but the trouble with them is 
that they are not thinking hard 
enough, and not enough of them are 
thinking. There is more business to 
be had in paint and painting to-day 
than there is in any other line of 
merchandise. 

There is no field of business in the 
country that promises such hand- 
some returns with the proper amount 
of sales effort, and there is prob- 
ably no branch of business in the 
country in which so little sales ef- 
fort is put forth as in the paiht busi- 
ness. This is because of the fact 
that the painter is a poor salesman. 

What the hardware dealer should 
know is how to figure the job cor- 
rectly. After knowing that, the way 
to get business is to go after it. 
Every prospective paint user in your 
town should know that you are after 
the paint business, and they should 
know that you are going to handle it 
right when you get it; that you are 
going to be behind the painter that 
is doing the job, and that you are 
going to see that your factory is be- 
hind you. 

Be the liveliest man in your city 
in your business. People like to 
trade with a live man. They in- 
stinctively like him, have confidence 
in him, and are willing to listen to 
him. Go out and call on the owner 
of every house in your town that 
needs painting. Call on every one 
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in person. Watch the houses in your 
town as they get shabby. You know 
they need-painting. The owners may 
or may not know it, and they are like 
everybody else. If it costs money, 
they put it off as long as possible. 
They fail to realize how little it does 
cost to paint a surface, and they also 
fail to realize that in allowing it to 
rot they are letting the value of 
their property fall. After you have 
thoroughly posted yourself on all 
conditions, you can show them. 

Add circularizing to your personal 
solicitation. Do some personal cir- 
cularizing. Your factory is doing a 
lot of it for you. Get your friend, 
the painter, to write your prospect, 
and quote him an approximate price 
on painting his house. Inform him 
that a careful estimate will be sub- 
mitted later. Have him state in this 
letter that he is going to use your 
paint. Follow this letter up with a 
letter of your own, stating that you 
have had it done. 

Take one new painting job on a 
street. The invariable rule is that 
this one job leads to others, and 
block after block develops through 
this concentrated work to a profit- 
able business with the minimum of 
wasted effort and time. 

While you are laying out this cam- 
paign of solicitation, keep the win- 
dow trim in the window where it is 
going to suggest painting. Work 
up a fall painting campaign. The 
fall is the best time to paint and is 
much better than spring. The lum- 
ber has all had a chance to dry out. 
Gnats and flies are not in sight, and 
you are going to give the house an 
overcoat to protect it from the ele- 
ments during the coming hard win- 
ter. 

We. dropped the “Don’t” this 
month, thinking that possibly a little 
push along the lines indicated above 
would do some good. Next month 
we will pick up the “Don’ts” where 
we left off. 
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The Morehouse 
& Wells Co. 
has realized 
the display 
possibilities 

of stove 
accessories 


Forestalling Winter with Stove 


old soul, and a merry old 

soul was he. He called for 
his pipe and he called for his bowl”— 
goes the old favorite rhyme of our 
childhood days. Somehow or other 
we always associate the merry old 
monarch with comfort and luxury, 
and, as we cast a weather eye over the 
haze on the hills or stick our hands 
in our pockets because the frosty air 
makes the fingers tingle, we begin to 
think of the approaching cold 
weather and the comfort of a good 
fire. Following in the footsteps of 
“Old King Cole” we go to the hard- 
ware store and there we call for pipe 
and bowls. In the language of hard- 
ware we ask the dealer for so many 
joints of stove pipe and some sections 
of lining for the fire bow] of the heat- 
ing stove. 

Just as the ducks start south in 
search of warmer climes so the ordi- 
nary man is affected by the same 
signs and changes in conditions. He 
does not have the ability to move 
with the seasons but must take them 
as they come. Consequently he does 
not intend to be caught napping 
when “the frost is on the pumpkin 
and the fodder’s in the shock.” His 
uppermost thought is heating appa- 
ratus and he looks forward to the 


“C) LD King Cole was a merry 
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time when he can come into a warm 
and comfortable house after being 
out in the cold weather. Some 
woman once said that “men were nat- 
urally lazy,” but she probably meant 
that they appreciated the warmth 
and comfort of a well heated and 
cozy home. There is nothing that 
promotes a feeling of good fellowship 
towards the entire world like com- 
fort. 

We wonder if the women of the 
homes are not so busy these days do- 
ing the fall cleaning that they have 
but little time to consider the ap- 
proaching winter. The paramount 
thought in their minds has been the 
house cleaning and getting the chil- 
dren started to school. The man of 
the family, however, has been down 
to the cellar several times for the 
purpose of inspecting the coal bin 
and the furnace. He has_ been 
watching the coal prices and asking 
his friends if they have secured their 
winter supply. He has also dropped 
over to see a couple of neighbors to 
find out what they think about the 
furnaces they put in last year. The 
man of the house usually keeps a 
pretty keen eye on his home, espe- 
cially when seasons are about to 
change and it is necessary to make 
some changes about the place in or- 


Some Cold 
W eather 


Suggestions 
to Use in 
Featuring 


This Line 


Sales 


der to have everything right. In the 
fall he seems to be particularly 
anxious about the heating equipment 
of his home. Not that he takes more 
than moderate interest in tending the 
fires and taking out the ashes but at 
the same time he is always anxious 
to see that everything is ready to 
start off in good order. 


“Reminder Windows” and Their Uses 


Bearing this fact in mind More- 
house & Wells Co., Decatur, IIl., have 
made the most of a small window at 
the left side of their entrance which 
is used for displays of seasonable 
hardware. The window is on an 
angle and can be viewed from the 
street as well as when entering the 
store. One would hardly call it a 
bargain window or a seasonal win- 
dow, but it is a window full of the 
kinds of hardware that are not usu- 
ally displayed, which have that mis- 
nomer of “staples” and are supposed 
to take care of themselves. This win- 
dow serves to remind the man on the 
street that there are certain items 
indispensable to his comfort and well 
being. There is a need of more “re- 
minder windows” in hardware stores. 
Just look at the display of things that 
go with stoves and see if you don’t 





think it a good idea to fill a window 
with merchandise of this kind. The 
merchant who does gets a lot of busi- 
ness that might walk right by the 
front door because the people can’t 
always remember to get a flue stop, a 
lid lifter, coal bucket or one of the 
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places and sat up as close as possible 
to the fire during the long cold win- 
ter evenings with a back that felt 
like a snow bank. To-day, the 
chances are, that many of these same 
men have in their own homes a fur- 
nace that gives them an even heat all 


H. G. Beatty & Co., Clinton, Ill, believes in putting its stoves and ranges where the 
visitor can’t fail to see them 


other little items that go with the 
stove line. 

A man or a woman hustles down- 
town on the way to work or to do 
some shopping and as they hurry 
along they involuntarily glance at the 
hardware store window and see coal 
buckets, shovels, pipe, flue stops and 
pokers. As they look they are im- 
mediately reminded of the fact that 
they need some of these things. The 
hardware merchant has not affronted 
them by walking up to them and ask- 
ing them if there is anything he can 
do for them. They don’t have to be 
asked, they come in and ask him for 
the merchandise and have their 
purses out ready to pay for it. In 
other words a small window of the 
staple items of a seasonal nature will 
bring in a lot of extra customers, and 
the milk of sales will produce cream 
that is rich in profits. 


Prospects for Stoves and Ranges 


Then there are the prospects for 
stoves and ranges. This is the time 
when the hardware stores reap their 
big sales on heating stoves and 
ranges of all descriptions. 

It is really wonderful to look back 
to the early days of the fireplace and 
follow the changes that have come 
about in heating apparatus. Prob- 
ably there are men who read this ar- 
ticle that can remember when they 
cut the big back logs for the fire- 


over the house. Many of them prob- 
ably have oil burners, and the only 
care they have is the simple opera- 
tion of setting the thermostatic ther- 
mometer in the living room at the 
desired temperature and the tem- 
perature is regulated automatically. 
The stories of Aladdin and the won- 
derful lamp have nothing on the mod- 
ern home owner, who by pushing a 
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stock of stoves from the H. G. Beatty 
& Co. store at Clinton, Ill. This 
store was established when Illinois 
was regarded as the backwoods of the 
continent. The store has kept pace 
with the times and has varied its 
stocks as conditions changed. There 
is, in any community, a great demand 
for the ordinary heating stove. The 
furnace is not a possibility with 
everybody and the heating stove is 
the best solution. 

The country is full of hardware 
stores that are making a success of 
selling stoves and they would just as 
soon think of shutting up their 
places of business as giving up their 
stove lines. Yet there are dealers 
who have deliberately let this busi- 
ness get away from them. The 
trouble seems to have been that they 
were not real salesmen. There must 
be money in the line or so many dif- 
frent lines of business would not 
have annexed it. 

Some members of the hardware 
trade think that because they have a 
little competition that they have to 
throw up the line. If we did not have 
competition we would not amount to 
much as dealers. Stoves, ranges and 
furnaces were introduced by the 
hardware trade and they are as much 
hardware as wire nails and bolts. 
The hardware merchant of any com- 
munity is supposed to have for his 
trade the best that his money can buy 
and by virtue of his sales methods 
and the quality of his merchandise he 
offers them goods which they can not 
duplicate elsewhere. It is distinctly 
a sales proposition. If there isn’t the 
backbone to organize a sales cam- 
paign then of course the business will 





When the Delphos Hardware Co., Delphos, Ohio, recently put on a sale of 
ranges representatives of both sexes and all ages were on hand 


button causes almost miraculous 
work to be performed. 

So the hardware store stock of 
heating apparatus differs greatly 
from that carried during the pioneer 
days. Look at the illustration of the 


not come into the store but will go 
elsewhere. ‘ 

In talking with a central Illinois 
dealer the other day we asked him 
about the furnace business in his 
town and he said, “I never saw so 
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much competition in my life. There 
is a furnace agency on every corner 
and I am just hustling and saying 
nothing because I have been selling 
more furnaces than ever. This line 
keeps eleven men busy in the shop 
to keep up with the orders. If the 
word got out as to what I am doing, 
the first train in would bring in some 
more agencies. The fellows that are 
already here are just scratching 
along because they are not giving the 
quality and service and are not using 
the proper sales methods, not being 
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they have a good thing and they want 
to keep it. 


A Profit-Making Department 


We recently asked G. B. Churchill 
of the Churchill Hardware Co., Gales- 
burg, Ill., what he thought about the 
furnace business and he says, “At the 
present time we are behind in this 
department. There is no one line 
that we handle, where there is as 
much and as strong competition, as 
in the tin work and heating business. 
Yet, this department has showed a 





51 


Mr. Churchill is the type of man 
who does not fear competition but 
thrives on it. He says he does not 
expect to compete with everybody 
that sets up in this line of business 
and the jobs that he sells are closed 
purely on a basis of quality and serv- 
ice and at that he finds that his shop 
pays. 

The tremendous building boom all 
over the country is creating an al- 
most unlimited number of prospects 
for stoves, ranges and furnaces. The 
repair work and the accessories that 





Some of the furnaces in the stock of the Churchill Hardware Co., Galesburg, IIl. 


equipped to do it. You’d be sur- 
prised at the number of furnaces I 
have equipped with oil burners this 
year. I sold so many I had to put one 
in my own house.” This applies to a 
lot of hardware men, but they are not 
any too anxious to get publicity as 


year in the face of stiff competition 


very nice profit, all things consid- 
ered. We have thought for years 
that we would close this shop entirely 
and quit the outside work, but each 
year we find that it is a source of 
good income, so we have continued 
it from year to year.” 


This firm hangs up record sales year afte, 


are needed are alone worth consider- 
ing, to say-nothing of the stove pipe 
enamel and brushes that have a big 
sale at this season. A resolution to 
get this business coupled with the 
proper determination will make a big 
difference in the balance sheet. 


Put New Locks on Guard 


J OW about the locks on your 
house? Or on your other 
buildings? How much real protec- 
tion do they give YOU? 
Ten to one you can pick them with 
a buttonhook. Whether good or not 
in the first place, hardware cannot 
last forever; working parts will wear 
and after a time the locks slide easily 
for even an ordinary burglar. 
But that’s not all—the designs get 
old fashioned. They’re out of har- 
mony with your decorations and your 


furnishings. Where you’ve repaired, 
remodeled and redecorated, the job 
will never be complete until you’ve 
“re-hardwared” too. 

“Re-hardware” is a new word that 
stands for these good things while 
it is adding increased value to your 
property. It facilitates renting and 
adds impetus to a sale. 

You can do the work yourself if 
you desire, for only an awl and a 
screw-driver are necessary. Beauti- 
ful new designs will completely cover 


up the markings of old patterns. 
These are standard sizes that fit, in 
any style you want. 

Go to your hardware store and ask 
for the builders’ hardware expert. 
In his department you’ll find no end 
of suitable designs. Front door 
equipment, elaborate or _ simple; 
French door sets of the latest types, 
in fact you’ll find every kind of lock 
or latch from the most decorative to 
the plain kitchen-door styles. It’s 
worth investigating. 
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Things You Should Know About Type 


Here Is Some Worth-While Information for the 
Hardware Merchant Who Writes His Own Ads 


GREAT number of hardware 
A dealers, especially those in 

small towns who do not employ 
advertising men, are greatly puzzled 
about what may be termed the me- 
chanics of advertising. 

They do not know how to get type 
effects and how to tell the newspaper 
compositor what they want. And yet 
these dealers do have a good idea of 
just what they want and for lack of 
ability to successfully designate 
their ideas on paper, their advertis- 
ing does not measure up to what they 
really want it to be. 

It is our purpose, therefore, to 
publish a series of practical articles 
on type and ad composition and we 
would suggest that each of these 
articles be preserved by the hard- 
ware dealer for study and reference. 


The Study of Type 


The first question about preparing 
an ad for the printer concerns the 
type to be used. Many dealers are 
familiar with the various type faces 
used by newspapers, but the great 
majority do not know type by name 
nor how to use it to the best possible 
advantage. ; 

In the next column you will see 
a chart of standard type faces in 
use to-day. By way of familiarizing 
yourself with these types we would 
suggest the following practice which 
you will find very interesting. 

Look over your newspaper to- 
night and study the ads and then, 
with the aid of this chart, endeavor 
to identify each face used in the 
different ads. 


Variations of the Same Style and Type 


You should remember that there 
are variations of the types we show 
you in this chart. For example, 
there are italics of the same face, 
there are wide and condensed styles 
of the same face and there are out- 
lune and inline styles of the same 
face. When you become more 
familiar with these types, you will 
recognize these variations of the 
same face without any difficulty. In 
subsequent articles we will show 
other charts depicting the variations 
of type faces. 

Now there is another thing you 
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should know about type. The faces 
we show in the chart are display 
faces. They are seldom used for 
text matter. The lighter faced type 
you see in the reading parts of an 
ad and in the reading columns of 


sone 


A Chart 
Standard Type Faces 


(These are the type faces gener- 
ally used by most newspapers 
for ad composition.) 


This is Bookman 
Standard Display 
Faces 


This is Caslon 
Bold 


ThisisCentury Bold 


This is Cheltenham 
Bold 


This is Gothic 
This is Hancock 


This is Jensen 
This is Post 
This is Pabst 


omvetecunertennsatiann 


your newspaper is body type. Most 
of this type is set on machines called 
linotypes and such types are rarely 
used except in the body of the ad— 


the text or reading matter. There is 
another thing you should remember 
in this connection, and that is in 
most newspaper offices the body of 
ihe ad is usually set on the linotype 
and the display lines or heavy-faced 
type are set by hand. The machine 
usually casts only the smaller sizes 
of the body type, so that in getting 
typographical effects in ads, we are 
concerned chiefly with display types, 
borders and art work or cuts. Some 
of the body type faces are cast in 
display sizes, but these larger sizes 
are not often used for ad composition 
because they give the ad a light ap- 
pearance through forming no marked 
contrast with the body type. 


Securing Display Harmony 


These points being clear in your 
mind we will proceed to selecting 
type for your ad. The very first rule 
to be observed is to secure display 
harmony and by this we mean to set 
the ad in the same style of type, 
securing contrast by varying the 
sizes and using italics or other 
variants of the same style. 

Don’t try to use a number of dif- 
ferent display types in your ad and 
don’t let the newspaper do it either, 
for newspaper compositors are often 
apt to be careless in this regard. 


What the Sample Layouts Show 


In order to make this as practical 
and clear as is possible, we show two 
layouts. No. 1 is set in Cheltenham 
Bold throughout. No. 2 contains 
four different display faces and one 
of these is used for the text which, 
generally speaking, is bad practice. 
The smaller sizes of display type are 
difficult to read and should not be 
used except in small blocks to give 
emphasis. Use body type. In 
specifying this body type to your 
newspaper, tell them to use Caslon, 
Scotch Roman or Old Style. Any 
newspaper office is bound to have at 
least one of these. 

Look at these two ads. There 1s 
no question as to the better appear- 
ing one and now you know how this 
effect was secured—by using the 
same style of type for every display 
line. When you begin to know the 
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reason for the effects you will soon 
become expert in securing your own 
effects and geting yoy own ideas 
carried out. 


Varying the Appearance of Your Ads 


The various styles of type shown 
on the chart enable you to vary the 
appearance of your ads and later we 
will show you how to match cuts 
with suitable type faces. 

What we want you to do with this 
first HARDWARE AGE ad composition 
lesson is to familiarize yourself with 
as many type faces used in your 
newspaper as is possible. To further 
assist you in this, we suggest you 
ask your newspaper for a type style 
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Supplies for Every 
Fall Sport! 


Football 


HIS Store is headquarters 
for everything in Fall 
Sports. Our stocks are kept 
right up-to-the-minute. We 


book, which they generally publish 
for the convenience of their adver- 
tisers or a listing of the types avail- 
able for advertising use. 


Send Us Clippings of Your Ads 


We also suggest that you use 
the chart reproduced herewith in 
specifying type for your next few 
ads and we would greatly appreciate 
it if you would send us clippings 
of them after they are published. 
You might include several of your 
old ads so that we could compare 


Hunting want you to come in and look 
around our Sports Goods De- 
partment. Our prices, value 
considered, are the lowest in 
town. Drop in and talk with 


us today. 


Star Hardware Co., 15 Main St. 








The advertisement below illustrates clearly 

what is meant by display harmony. The 

same type face in different sizes and italics The above advertisement illustrates the 

is used throughout poor effect obtained by grouping different 

faces of unrelated types and by wsing a 
heavy-faced type for the body 








Slow Turnovers Cost 
$11,500,000 a Day 


F delay in turnover could be elimi- 

nated from American business, 
virtually all Federal taxation also 
could be eliminated, according to fig- 
ures published by the Irving Na- 
tional Bank, of New York. 

Slow turnover costs American 
business $11,500,000 ‘a day. Multi- 
plied by 300, this gives $3,450,000,- 
000. In explanation, the statement 
continues: 

“Commodities produced in this 
: ‘ country in one year amount to over 
around our Sports Goods De- $70,000,000,000 (figures for 1920). 

Our prices, value Between producer and consumer this 
: tremendous sum turns over many 
are the lowest in times. Interest at 6 per cent is more 
than $11,500,000 for a single day. 
And yet many a business concern is 
wasting from five to thirty days 
every time it turns over its working 
capital. Delays in shipments, delays 
in collections, delays all along the 
line of production and distribution— 
these waste capital as much as leav- 
ing stock inactive on the shelves.”— 
World Retailer. 


Supplies for Every 
Fall Sport! 


Football a Siete is headquarters 


for everything in Fall 


Sports. Our stocks are kept 
right up-to-the-minute. We 


want you to come in and look 


Hunting 


partment. 
considered, 


Basket Drop in and talk with 


Ball 


town. 
us today. 


Star Hardware Co., 15 Main St. 














Movable 
Objects 
Attract 

Customers 
and Build 
Profits 


ANY hardware stores 
throughout the country have 
small display windows. Such 

stores are handicapped in that small 
windows do not afford as much room 
for hardware displays as larger ones 
—a disadvantage which may, how- 
ever, be materially lessened by select- 
ing and arranging the various items 
with discrimination. A clever, small 
display gets the idea across easily 
and forcibly and that is precisely 
what every display man is after. In 
this respect a small window may 
easily be superior to a large window 
in which a large number of hetero- 
geneous articles are promiscuously 
arranged. When many items are 
shown and no particular order pre- 
served in their arrangement, the 
mind of the window gazer is per- 
plexed by a confusion of interests 
that tend to offset one another. 

Consequently the display problem 
of hardware merchants with small 
windows is how to make the most of 
comparatively limited window facili- 
ties. On the other hand the problem 
of the merchant with large windows 
frequently resolves itself into one of 
supplying some dominant central 
point of interest that will serve to 
focus the attention of passersby and 
relieve any tendency toward confus- 
ion or monotony. 

For the accomplishment of both of 
these ends the expedient most fre- 
quently adopted by window display 
men is the introduction of extran- 
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Stimulate 


Your Sales 
With 
Moving 
Displays 


eous objects of interest. Only too 
often, however, these—being foreign 
to the display itself—so completely 
absorb the interest of the passersby 
that the hardware they intended to 
emphasize was completely overlooked. 

Means of focusing the attention 
of prospective customers on the dis- 
plays themselves are devoutly to be 
desired. One way of accomplishing 
this desirable result — unless the 
reader has already guessed it from 
the illustration on this page—is the 
revolving display table. 

The pyramid-like arrangement 
shown in our illustration is on a re- 
volving base which, turning slowly, 
constantly brings some new aspect of 
the display to the attention of the 
window looker. This particular de- 
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What One 
Hardware 
Firm Has 
Done With 
This Type 
of Window 


vice was made by the Electric Win- 
dow Salesmen Co. of Boston, Mass. 

It consists of an 8-in., machine- 
turned, ball-bearing nickle table, 
which carries the weight without 
friction, and machine-cut gears. It 
is rotated by a small, special high- 
grade motor through a drive shaft 
with toggle joints. It has a 30-in. 
display table of hand polished 5-ply 
mahogany finish. A weight of 150 
lb. is carried easily upon it. 

The window illustrated is that of 
Peter Duryee & Co., Inc., New York 
City, and, according to E. G. Mc- 
Dowell of this firm, the table has re- 
sulted in materially increasing inter- 
est in his window displays of cutlery 
and hardware. 

“The turntable,” says Mr. McDow- 
ell, “is connected with an electric 
motor which is so timed as to turn 
the table slowly. So far we have 
only used it in connection with cut- 
lery but there is no reason why it 
should not be used with equally satis- 
factory results for all kinds of small 
articles, such, for example, as flash- 
lights, small tools, etc. 

“A live rattlesnake in a cage or 
something along that line might 
easily get a bigger crowd, but it 
would be the rattlesnake and not the 
hardware with which it was shown 
that was getting the attention. The 
crowd, in such circumstances, might 
even be so thick as to prevent people 
interested in hardware and cutlery 
getting anywhere near the window. 
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Trade Commission Continues Attacks on Jobbers 
—Numerous Concerns Assailed for Alleged 
Misbranding and Price Maintenance 


has just handed jobbers in all 

lines a severe jolt by issuing 
complaints the tenor of which indicates 
that instead of waiting for the United 
States Supreme Court to decide. the 
Mennen case, involving the right of the 
wholesaler to receive a discount for ser- 
vices in addition to that allowed him for 
quantity purchase, the commission in- 
tends to proceed vigorously upon the 
assumption that its position in the Men- 
nen case is legally sound. This will be 
bad news to the business community as 
it has been understood that the commis- 
sion’s contentions in the Mennen case 
were so novel and so diametrically op- 
posed to trade practice that a truce 
would be declared until the Supreme 
Court should have an opportunity of 
ruling upon the issues involved. 

That the commission does not intend 
to hold its hand pending a decision by 
the highest legal tribunal is indicated 
by the fact that during the past week it 
issued a complaint against a certain 
manufacturer of electrical controllers, 
alleging that the respondent “is using 
unfair methods of competition by dis- 
criminating in price in the sale of its 
product, regardless of any difference in 
the selling cost and not for the purpose 
of meeting competition.” The respon- 
dent, the commission avers, “divides its 
customers into three classes and grants 
different discounts accordingly, the dis- 
counts being based on other considera- 
tions than those of quantity purchases 
and cost of selling.” The company is 
given thirty days in which to answer 
the charges, after which the case will 
be tried on its merits, according to the 
official announcement of the commis- 
sion. 


Ts Federal Trade Commission 


WASHINGTON, D. C., 
Oct. 16, 1922. 


By W. L. CROUNSE 


The determination of the commission 
to proceed with the prosecution of this 
class of cases without awaiting further 
action by the courts has served to re- 
new interest in the Mennen.case which 
was decided last March in a decree is- 
sued by the commission directing the 
Mennen Co. to “cease and desist from 
discriminating in net selling prices, by 
any method or device, between purchas- 
ers of the same grade, quality and 
quantity of commodities, upon the basis 
of a classification of its customers as 
jobbers, wholesalers or retailers, or any 
similar classification which relates to 
the customers’ form of organization or 
business methods.” The only qualifica- 
tion of the order was a proviso that 
“nothing contained therein shall pre- 
vent discrimination in prices between 
purchasers of commodities on account 
of differences in grade, quality or quan- 
tity or that makes only due allowance 
for differences in the cost of sale or 
transportation, or that is a discrimina- 
tion in prices in the same or different 
communities made in good faith to meet 
competition and not in restraint of 
trade.” This proviso obviously con- 
ferred no rights on any class of mer- 
chant or manufacturer not theretofore 
enjoyed. 

Regarded as Test Case 


That the commission was far from 
certain of the ground upon which it 
based this sweeping ruling was evident 
from various circumstances connected 
with the case which impelled the chief 
counsel for the Mennen Co. to issue a 
statement in part as follows: 

“The Federal Trade Commission, in 
an order issued March 3, 1922, in a test 
case against the Mennen Co., lays 


down the rule that a manufacturer must 
sell his products, if they are uniform in 
quality, at absolutely the same price in 
the same quantity to all purchasers, 
whether they be consumers or distribut- 
ors, wholesalers, single retail stores, big 
department stores, chain retail stores, 
‘mutuals,’ ‘co-operatives, or ‘buying 
clubs,’ and if the manufacturer grants 
any quantity discounts at all, that he 
must allow them indiscriminately to all 
purchasers in the same _ quantity, 
whether they be consumers or distribut- 
ors, wholesalers, single retail stores, 
big department stores, chain retail 
stores, ‘mutuals,’ ‘co-operatives’ or 
‘buying clubs.’ 

“No such order has ever been made 
by the Federal Trade Commission, or 
by any court, and it is understood that 
the Federal Trade Commission, in an- 
nouncing this interpretation of the 
law, hopes that it may be reviewed and 
the question finally disposed of by the 
higher Federal courts. 

“Throughout the litigation the com- 
mission has indicated, in the friendliest 
spirit, that in selecting the Mennen 
Co. as the respondent in this text, 
the commission sought merely to liti- 
gate an interpretation of the law that 
concededly was new, but which the 
commission felt in duty bound to bring 
up for determination. Since commenc- 
ing this proceeding the commission has 
brought a number of others, all based 
on this view of the law; and if this view 
shall prove to be correct, it is plain that 
the Federal Trade Commission Act and 
the Clayton Act are much more revolu- 
tionary than has thus far been sug- 
gested in any court decision, or has 


(Continued on page 67) 
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MARKET REPORTS 


TUEREMUUCAETAUCDUEUAASTUAUA EGTA TESTA TAREE EAA ASAT STEEL 


WEEKLY MARKET SUMMARY 


Holiday Buying Starting Well—Car Shortages Delay 
Shipments—Collections Easier 


RE-HOLIDAY retail buying is commencing in all of the principal 
wholesale markets. Particular interest is being shown such 
lines as glass cooking ware, electrical household appliances, cutlery, 
sporting goods, toys, china ware and tools. Prices are firm and the 
general price tendency in the hardware market is still upward. 

Railroads are buying heavily, and the Middle West reports a 
labor shortage. Business in the hardware trade is materially larger 
this year than it was last fall, in spite of the numerous price 
advances that have been made recently, the coal and rail strikes and 
the present fear in many places of a serious freight congestion. Car 
shortages are said to be interfering with shipments, in all market 
centers. 

Stoves and furnaces, auto accessories and hunting equipment 
are reported in good demand, especially in the Middle West. Collec- 
tions in the rural sections are easier, but are not as good as had been 
expected because of the low prices that are being paid for farm 
crops. 


NEW. YORK 


Price XES advanced $1.50 per doz. during the Future | Yaron and winter goods are very active. 
Advances past week, and new prices have been Orders Jobbers report keen interest on the part 
made effective by local jobbers. of retailers in holiday merchandise of all 
Local jobbers and dealers have received kinds. Thanksgiving demands for carving 
new prices on the Stanley line. sets, kitchen utensils and electrical specialties are already 
Annunciator wire is now quoted in the local market at in a noticeable demand. Some firms are beginning to 
36',c. per Ib. on 5-lb. spools. plan their holiday selling campaigns, and it is generally 
Numerous small price alterations are in the process of expected in this district that pre-holiday buying this year 
being made by local jobbers. All of these changes have will be exceptionally good. 
not as yet been tabulated, and are said to be of a minor 
nature. Shortages NALS. roller skates and some items in 
builders’ hardware are listed among 
the outstanding shortages in the present 
market. The freight situation is said to be 
partly responsible for some of the present shortages in 
merchandise, although many jobbers seem inclined to be- 
lieve that factory production schedules are not as large as 
has been reported. 


The Week’s | USINESS in the local wholesale market 


during the past week was handicapped ; 
first, by the Columbus Day holiday, and sec- 
ondly, by the freight embargo. Jobbers say 
they are able to receive small shipments, but that it is 
exceedingly difficult to get goods through in carload quan- 
tities. Dealers during the past week bought in fairly 
large volume, especially staples and winter merchandise. 


Business 


Axes and Hatchets.—An advance of Ye-in., 15c. per Ib.; %-in., 13c. per beginning to manifest itself by increas- 
= . Ib.; -in., 12c. per lb.; %-in., lle. ° ticles 
$1.50 per doz. was made effective dur- per Ib.; %-in., 10c per ib.; %-in., 9e. ing the demand for these articles. 
ing the past week on axes. The demand per Ib. : : Prices are very firm, stocks are fairly 
5 r Common carriage bolts, % x 6-in. , * icipate 
is said to be large, and stocks for the and smaller, 30 to 30 and 10 per cent; well balanced, and jobbers anticipa 
most part well balanced. larger and thicker, 30 to 30 and 5 per large sales. 
cent, 
Jobbers’ quotations, f.o.b. New York: Machine bolts, % x4 and smaller, Jobbers’ quotations, f.o.b.New York: 
Ordinary grade handled axes, 3 to 4 40 to 40 and 10 per cent. Three-piece carving set, stag, 
Ib., $16.50 per doz. net; 3% to 4%-Ib., Lag Screws, 40 to 40 and 10 per forged steel bolster, knife 8-in. steel 
$17 per doz. net; 4 to 5-lb., $18 per cent. blade, $2.75 to $4.75 each. . 
doz. net; 4% to 514-Ib., $18.50 per doz. Semi-finished hexagon bolts, .% and Three-piece carving set, sterling 
net; 514-lb. solid, $18.75 per doz. net smaller, 65 per cent; larger and silver ferrule, knife 8-in. resist stain 


Flint edge Rockaway pattern axes, 
3 to 4-lb., $19.25 per doz net, 3% to 
4'%-Ib., $19.25 per doz. net; 4 to 5-Ib., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 3%- 
Ib., $18.50 per doz, net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Consistent activity 
features this line. Stocks are good and 
prices very firm. 


Jobbers’ quotations, f.0.b.New York: 
Square nuts, \4-in., 16c. per Ib.; 


thicker, 60 per cent, 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
66%, per cent; brass, 4-32 and 14-20, 
o to 50 and 10 per cent from new 
ist. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, ¥ to %-in., 70 per 
cent; fy to %-in., 50, 10 and 5 per 
cent; }4 to 1-in., 40 and 5 per cent. 


Carving Sets.—Holiday interest is 


steel, $4.75 to $7 each. 


Drapery Hardware.—Interest is still 
fairly strong for all articles listed 
under this heading. Stocks are good 
and prices firm. 


Jobbers’ quotations, f.0.b.New York: 
Curtain Rods.—Iron, brass plated, 
12-ft. lengths, %4-in., 2%c. per ft.; 
%-in., 34c. per. ft. Extension rods, 
fs-in. brass tube, solid inner rod, 
extends from 23 to 42-in., 38c. per 
doz, Extension rods, 4-in. brass 
tubes, brass ends, extends from 24 to 
44-in., 95c. per doz. 





October 19, 1922 


Curtain Poles.—Mahogany and oak, 
, $3.50 per 100 ft.; 1%-in., $5 per 
100 ft. 

Curtain Pole Sets.—Consisting of 1 
pr. of ends, 1 pr. of brackets and 10 
rings, 1-in., mahogany finish, $3.85 
per doz. sets; 1%-in. mahogany fin- 
ish, $3.25 per doz. sets; l-in. oak 
finish, $3.85 per doz, sets; 1%-in. oak 
finish, $3.25 per doz. sets; 1-in. white 
enamel finish, $6.45 per doz. sets; 1%- 
in. white enamel finish, $6.40 per doz. 
sets. 

Pole Rings.—Polished steel brass 
plated, 1%-in., 32c. per doz.; 1%-in., 
36c. per doz. Wooden pole rings, with 
screw eyes, mahogany 1\-in., $1.30 
per 100; 1%-in. mahogany, $1.40 per 
100; 1% -in. oak, $1.30 per 100, and 
1%-in., $1.40 per 100. List +40. 

Pole Ends.—Polished brass, for 1-in. 
pole, $2.75 per doz; for 1%-in. pole, 
$4.50 per doz. 

Pole Brackets.—Steel brass plated, 
l-in. pole, 48c. per doz.; 1%-in. pole, 
48c. per doz. 

Drapery Hooks.—Metal, steel plated, 
48c. per gross. Solid brass, 89c, per 
gross. 


Galvanized Pails.—Interest is fairly 
strong. Higher prices are rumored. 
Stocks are fair. 


Jobbers’ quotations, f.o.b.New York: 

Light galvanized pails, 8-qt., $2.25- 
$2.37 per doz.; 10-qt., $2.50-$2.59 per 
doz.; 12-qt., $2.80 per doz.; 14-qt., 
$3.10-$3.14 per doz.; 16-qt., $3.75 per 
doz. 

Heavy galvanized pails, 12-qt., 
$3.65 per doz.; 14-qt., $3.10 per doz.; 
16-qt., $5 per doz. 


Hand Tools.—All kinds of tools are 
very active. Prices are very firm, and 
stocks, with some exceptions, are fair. 


Jobbers’ quotations, f.o.b. New York: 

Claw hammers, No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ hammers, 8-0z., $8.40 
per. doz.; 12-0z., $12 per doz.; 16-0z., 
$8.60 per doz.; 20-o0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
$2.30 each. Same, large size, length, 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame, detachable steel handle, 
hollow end handle, partly nickel 
on 11 in., no drill point, $1.91 
each, 

Breast Drill.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15 in., $2.35 each. Same, cast iron 
frame, 8 in., $3 each. Same, ball bear- 
ing, malleable iron stock, chuck and 
crank nickel plated, with level at- 
tachment, 17% in., 2-jaw, $3.83 each; 
3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12 in., 
$1.40 each; 15 in., $1.43 each; 18 in., 
$1.45 each; 24 in., $1.55 each; 30 in., 
$1.65 each. 


Ice Skates.—Seasonable activity is 
beginning in this line. Prices are firm, 
stocks are ample and a good winter 
business is’ expected. 


Jobbers’ quotations, f.o.b.New York: 
Men an boys’ all clamp club 
skates, top part made of best quality 
cold rolled steel, sizes 8 to 12 in. 
runners made of polished cast steel, 
70c. per pair. Same with all parts 
nickel plated, 98c. per pair. Same 
nickel plated, with hardened runners, 
$1.26 per pair. Men and boys’ all 
clamp hockey skates, top plates made 
of cold rolled steel, sizes 9% to 11%, 
runner cast steel, all parts nickel 
plated, $1.03 per pair. Same with 
hardened runners, $1.35 per pair. 
Canadian hockey skates, for men, wo- 
men and children, runners cast steel, 
all parts nickel plated, 78c per pair. 
Same all parts nickel plated with ex- 
tra polished tempered runners, $1.32. 
Extension bob skates for children, 
made of bright steel with web strap, 
one skate for all sizes, extension 6 
to 9 in., 46e per pair. Women and 
children’s club skates with russet 
leather back and strap, top plates and 
clamps made of cold rolled steel, run- 
ners cast steel polished, 96c per pair. 
— all parts nickel plated, $1.16 per 
air, 
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Skate sharpeners, $1.65 per doz. 
Skate holder for sharpening skates, 
$6.25 each. Skate keys, 35c per doz. 


Linseed Oil.—Dullness characterizes 
this market. It is said that some of the 
larger linoleum manufacturers are 
showing keener interest in oil since the 
price advance made the early part of 
last week. 


Jobbers’ quotations, f.o.b.New York: 

Linseed oil, carlots, 90c. per gal. 
Less than carlots, 91 to 95c. per gal. 
— than 5 bbl. lots, 95 to 98ec. per 
gal. 


Mail Boxes.—Interest is still reported 
te be strong, stocks are good and prices 
firm. 


Jobbers’ quotations, f.o.b.New York: 

Mail boxes, stamped steel, 11%-in. 
x 5-in x 3-in., 2 flat keys, tempered 
steel clips for newspapers, black 
japanned finish, $8 per doz. Same ox- 
idized zinc rust proof finish, $12 per 
doz. Same 114%x5%4x2%-in., brass 
panel with name clip for card and 
newspaper spring clip, furnished with 
screws, brass plated finish or antique 
copper finish, $13.50 per doz. 

Mail boxes, sheet steel, 10%4x5% 
x 2%-in., lever lock, 2 flat keys, glass 
panel, black enamel finish, $31.70 per 
fs Same, antique copper, $21 per 

oz. 

Mail box, steel, 1l-in. x 14-in. x 
4-in., aluminum finish, 5 lever locks, 
2 flat keys, $53 per doz. 


Nails.—Nails are hard to get in any 
quantity. There is a decided specula- 
tive tone to the local market. Few 
jobbers have large stocks. The demand 
exceeds the supply. 


Jobbers’ quotations, f.o.b.New York: 

Wire nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 
to $5.50 net per keg. Cut nails, $4.10 
to $4.20 base per keg. Coated nails, 
$3.25 to $4 base per keg. 

Wire nails and brads in small lots, 
75 and 10 per cent off list. 

Roofing nails, 1x12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


Percolators.—There is said to be in- 
creasing interest in these articles. 
Prices are firm and stocks are ample. 


Jobbers’ quotations, f.o.b.New York: 
Empire pattern, 6 cups, $5.75 each; 
9 cups, $6.50 each; Colonial pattern, 
4 cups, $4 each; 6 cups, $4.50 each; 
9 cups, $5.25 each. Straight pattern, 
6 cups, $3.50 each; 9 cups, $4 each. 
Discount 25 and 10 per cent. 
Rope and Twine.—Interest is fair, 
prices very firm, and stocks are said 
to be ample. 


Jobbers’ quotations, f.o.b. New York: 
Manila rope, No. 1 grade, 18c. to 
191%c. per Ib. Hardware grade, 18%4c. 
per Ib. Sisal, No. 1 grade, 15c. per 
Ib.: sisal, No. 2 grade, 13c. per Ib. 

Bolt rope, 23c. per Ib. 

Lath yarn, 13c, to 15c. per lb. Jute 
wrapping twine, 20%c. to 25%c. per 
Ib. India hemp twine, No. 6, 16c. to 
18¢c. per lb. 

Sash Cord.—Consistent demand, fair 
stocks and firm prices feature this line. 
Jobbers’ quotations, f.o.b.New York: 
Cotton sash cord, 39%c. to 438ce. 

base per Ib. 

Prices vary according to grade and 
differ also in different sections of the 
city. 

Sash Weights.—Fair buying at stiff 
prices characterize the sash weight 
market. Stocks are said to be in fairly 
good condition. 

Jobbers’ quotations, f.o.b.New York: 

Sash weights, $3.15 per 100 Ib. from 
New York stocks. 2.75-$2.90 per 100 
Ib. from factory. 

Screws.—Interest is good, stocks are 
adequate and prices very firm. 

Jobbers’ quotations, f.0.b. New York: 

Wood screws, iron bright, flat head, 


77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
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flat head (add 5 cent to net 
amount of invoice), % and 5 per 
cent; iron blued, round head, 75 and 
5 per cent; brass, flat head, 72% and 
5 per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 624% and 5 per cent. 

Rolled thread machine screws, 
stove, iron, flat and round, No. 2 and 
No. 3, 69-10-10 per cent; No. 4 and 
larger, 70-10-5 per cent; fillister, No. 
2 and No. 3, 55-10-5 per cent; No. 4 
and larger, 60-10-10 per cent, Brass, 
flat and round, No. 2 and No. 3 
55-10-5 per cent; No. 2 and No. 3, 
50-10-10 per cent; No. 4 and larger, 
55-10-5 per cent. 

Some jobbers quote an extra on 
wood screws of 20 and 5 per cent. 

Cap screws, 70 and 10 per cent; set 
screws, 70 per cent. 


Stove Pipe——The demand is said to 
be increasing. Stocks are good and 
prices stiff. 


Jobbers’ quotations, f.0.b.New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 
$1.55 to $1.75 per doz. lengths net; 
5-in., $1.75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz 
lengths net; 6-in., $2.25 to $2.50 per 
doz. lengths net. 


Snow Shovels.—Jobbers report more 
active buying. Stocks are ample and 
prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Galvanized steel snow’ shovels, 
ribbed steel blade, 74%. x10-in., ash 
D-handle, $2.40 per doz. Same, ribbed 
steel blade, 21x 16-in., reinforced 
back, D-handle, $11.50 per doz. Same, 
spring steel blade, 16x 18-in. japan- 
ned D-handle, $9.85 per doz. 


Sleds—Interest is also developing 
for these articles. Prices are firm, 
stocks good. 


Jobbers’ quotations, f.o.b.New York: 

Sleds.—List prices Flexible Flyer, 
No. 1, $3.75 each; No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each. Junior Racer, $6 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5 with foot 
rest, $11 each. 

Discounts.—From 
33% per cent; f.o.b. 
cent. 

List Price.—Fire 
each; No. 10, $2.75 each; No 
each; $3.75 each; 
each. 

Discounts.—From New York stock, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Vacuum Cleaners.—Some jobbers re- 
port a certain amount of interest in 
these articles. Stocks are ample, prices 
firm. 


Jobbers’ quotations, f.o.b. New York: 
New improved type of vacuum 
cleaner, polished aluminum, standard 
motor, self locking handle adjust- 
ment, all attachments, $41.50 each 
net. 


Weather Strips.—Interest is improv- 
ing, prices are firm and stocks are said 
to be good. 


Jobbers quotations, f.0.b. New York: 

tubber Weather Strip.—Walnut 
hazel, cherry, stained, 50-10 per cent; 
ash, oiled, 3314-5 per cent; any of the 
above polished, 25-5 per cent; white 
enameled, 20 per cent; packed cush- 
ion, 12% per cent; Nos. 0-7 double 
rubber, 70 per cent; Nos. 60-65 felt 
weather strip, 60 per cent; Nos. 70-75 
clincher felt, 50-10 per cent; Nos. 22- 
29 single edge, 25 per cent; Nos. 18-20 
cushion, all felt, 25 per cent; Nos. 
8-11 flexible, all rubber, 60 per cent; 
Nos. 00-07 single edge rubber, 70 per 
cent; metallic flexible weatherstrip, 
60-5 per cent; metallic (in 7 ft. 
lengths), 60-5 per cént. 


Window Glass.—Light stocks, fairly 
active business and stiff prices char- 
acterize the local glass market. 


Jobbers’ quotations, f.o.b.New York: 

A single, 84 per cent; B single, 86 
per cent; A double, 85 per cent; B 
double, 88 per cent. List of March 1, 
1913. 


per 


a7 
é 


New York stock, 
factory, 35 per 


Fly, No. 9, 2.30 
11, $3.40 


No. 12, tacer, $4 





Office of HARDWARE AGR, 
1505 Otis Building, 
Chicago, Ill., Oct, 14. 


URTHER evidence of the increas- 
K ing prices in this market is re- 
ported this week in the an- 
nouncement of advances by local con- 
cerns. 

Axes have been increased $1.50 per 
dozen. Galvanized ware has advanced 
and a general increase on hammers and 
hatchets has been reported. 

Business in this territory is larger 
than last year. A few months, or even 
a few weeks ago, the Duying was 
largely of a pick-up nature, as there 
seemed to be no tendency to buy any- 
thing except what would sell at that 
particular time, and then only in such 
quantities as it was possible to dispose 
of quickly. The tables have turned to 
a large degree. The orders to-day 
represent real stock orders and their 
size is due not only to depleted stocks 
in the retail stores but to the increasing 
cost of merchandise in general. The 
size of the orders which has increased 
the volume of business is also largely 
due to the retailer arriving at the con- 
clusion that future prices will be higher 
rather than lower and consequently 
there has been no hesitancy in ptacing 
future orders that will probably take 
care of each season’s requirement. 

There is an increased activity in the 
steel and general manufacturing indus- 
try in this section. Western railroads 
are reported to be moving the largest 
quantity of coal in months and grain 
traffic is above the average. More 
freight has been offered railroads oper- 
ating east from Chicago and St. Louis 
than can be handled expeditiously. 
Equipment problems are serious on 
nearly all roads but the favorable 
weather has been in their favor so far. 
The new car orders since Jan. 1 
amounted to over 135,000, but only 
about a third of these have been de- 
livered, due to the plants in this dis- 
trict being able to work at only about 
50 per cent of capacity on account of 
labor troubles. 

In sixty-five cities the labor situation 
has been showing an upward trend and 
a labor famine has been threatened. 
The local distributors are taking on 
more people and it is not as easy to 
obtain labor as it was a few weeks ago. 

Railroads are still buying heavily and 
the building boom is still ahead of last 
year’s figures. While the building 
operations do not reach the figures they 
did in the summer, they are following 
the usual decline about this time of the 
year but are running far ahead of the 
last year’s total. 

It is reported that merchandise was 
distributed over a wider area last week. 
The number of out-of-town merchants 
who came in to buy fall and winter 
stocks was considerably increased. The 
holiday atmosphere has begun to be 
felt. Most of the larger wholesale 
houses are opening up special displays 
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of Christmas and holiday goods for the 
convenience of the visiting dealers. In- 
terest is being shown this year in the 
line of automobile accessories offered 
by the wholesalers for holiday merchan- 
dise. This line has become very popu- 
lar in the last few years for gifts of 
real worth and utility. Some very fine 
displays have been made of electrical 
appliances and fire place fixtures. Glass 
cooking ware and aluminum are at- 
tracting the buyers in large numbers 
and very keen interest is being shown 
in sporting goods and toys. It is pre- 
dicted that the sale of toys from the 
hardware store this year will be the 
largest in history. China and fancy 
wares are also receiving attention and 
if the merchants are able to make good 
holiday sales, the lines will find a 
permanent place in many stores that 
have never handled this kind of mer- 
chandise. 

Alarm Clocks.—Some clock com- 
panies, also manufacturers of low- 
priced, so-called clock watches, advise 
they are sold up on best and most de- 
sirable items in their lines. Sales out 
of stock are quite heavy. With foreign 
competition practically shut out, it 
looks as if the American clock factories 
would have their hands full to take care 
of the demand this fall. 

We 

f.o.b. 


doz. 
Bird, 


quote from jobbers’ stocks, 
Chicago: America, $11.40 in 
lots, $11.04 in case lots; Blue 
$13.20 in doz. lots, $12.84 in 
case lots: Black Bird, $18.96 in doz. 
lots, $18.36 in case lots; Bunkie, 
$20.88 in doz. lots, $20.16 in case lots; 
Lookout, $13.20 in doz. lots, $12.84 in 
case lots; Sleepmeter, $15.12 in doz. 
lots, $14.64 in case lots. 


Automobile Accessories.—The heavi- 
est demand is running into winter ac- 
cessories. There is evidence of con- 
siderable buying in general lines of ac- 
cessories for holiday business, as this 
merchandise is in large demand for 
Christmas presents. , 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 46 Reliable jacks, 
$2.65 each; lots of 10, $2.25 each; twin- 
cylinder foot pumps, $1.35 each; doz. 
lots, $15; Simplex jacks, No. 36, $1.75 
each, doz. lots each, $1.60; Weed 
chains, single lots 25 per cent dis- 
count, doz. lots, 33% per cent dis- 
count; gray inner tubes, 30 x 3%, 
$1.25 each; red inner tubes, 30x3% 
$1.65 each; Bethlehem spark plugs, 
36c. each; Bethlehem spark plugs, 
mica type, 60c. each; Bethlehem 
spark plugs, standard porcelain type, 
58c.; Splitdorf plugs, 58c. each; lots 
of 100, 56c. each; Splitdorf plugs, 
special for Fords, 50c. each; lots of 
100, 48c. each; Champion X_ plugs, 
45c. each; lots of 100, 41c. each: 
Champion O plugs, 53c. each; lots of 
100, 50c. each; Hercules Giant, 60c. 
each; Hercules Junior, 35c. each. 


Axes.—Axe prices have \again ad- 
vanced and the market at present is as 
follows: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to grade 
of handle. 


Bolts and Nuts.—Sales. are ahead of 
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last year and the demand continues un- 
usually heavy and there is some diffi- 
culty in keeping stocks in shape. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50-5 per cent off list; 
small sized machine bolts, 50-10 per 
cent. off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 
per cent off list. 

Builders’ Hardware.—The demand is 
keeping up despite lateness of the sea- 
son. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $2.52 doz. pr.; 4 x 4 steel 
butts, old copper and dull brass finish, 
in case lots, $3.80 doz. pr.; heavy 
bevel steel inside sets, case lots, $6.00 
doz.; steel bit-keyed front door sets, 
$1.40 per set; wrought brass bit-keyed 
front door sets, $2.50 per set; cylin- 
der front door sets, $6.50 per set. 
Chains. — Sales are _ exceptionally 

heavy for this time of year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in., proof coil 
chains, $8.50 per 100 1b.; weldless coil 
chain, 50-5 per cent off list; No. 00 
4% electric welded cow ties, $2.85 per 
doz. 

Coaster Wagons.—Reports from the 
manufacturers say that the coaster 
wagon business is much better than 
was anticipated. One of the large plants 
is accepting orders only for delivery 
after Jan. 1. 


Copper Rivets and Burrs.—Sales are 
very active and prices firm. Present 
prices are considered low. 

We quote from jobbers’ 

f.o.b. Chicago: Copper rivets 

burrs, 40-5 per cent discount, 

Cutlery—Advances have been re- 
ceived of from 25 to 30 per cent in 
prices on John Wilson’s butcher, stick- 
ing, skinning, ribbing and boning knives 
and butchers’ steels. This is only a fore- 
runner of what may be looked for on 
all imported cutlery. Domestic manu- 
facturers will not be long in following 
this lead. Higher prices it is said for 
some time to come will be the rule in 
these lines. ? 


Field Fence.—The market is firm and 
sales are reported good. Orders are be- 
ing taken for shipment after Jan. 1 
with March 1 dating. 

We quote from jobbers’ 
f.o.b. Chicago: Field fencing, 63'% 
cent discount from lists. 
Files.—Demand continues to be very 

good. No further price changes are 
reported. 


We quote from jobbers’ 
f.o.b. Chicago: American files, 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 
Firearms-Ammunition.—Jobbers are 

finding it difficult to keep stocks on 


hand and factories predict shortages. 


Food Choppers.—Sales continue to 
increase and are running into a large 
volume. 

We 

f.o.b. Chicago: 

$12.15; No. 1, $15; 

3, $24.30. 


stocks 
and 


stocks, 
pet 


stocks, 
65-5 


stocks, 
No. 0, 
No. 


quote from jobbers’ 
Universal, 
No. 2, $18.20; 
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Galvanized Ware.—Local prices were 
advanced. ' Sales continue in large vol- 


ume. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8 qt., $2.00 doz.; 10 
qt., $2.15 doz. 12 qt., $2.40 doz.; 14 qt., 
2.65 doz. Galvanized wash tubs, No. 
1, $6.25; No. 2, $7.25; No. 3, $8.25. 


Garden Hose.—Jobbers are booking 
some business in garden hose for early 
spring shipment. Prices are about % 
cent a foot higher than a year ago. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two ply molded 
hose 9% to 12%e: per ft.; %-in. cord 
hose 8% to 10c. per ft.; %-in. wrapped 
hose 9% to 13%c. per ‘tt. 


Glass and Putty.—The market is 
stronger, notwithstanding an increased 
production during the last ten days or 
two weeks, sales are ahead of last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
single strength B, up to 25-in. 
bracket, , 86 per cent off. Single 
strength A and single strength B, 
over 25-in. bracket, 85 per cent off. 
Double strength A, all brackets, 85 
per cent off. Double strength B, all 
brackets, 87 per cent off. Putty in 
100-lb. kits, $3.65; commercial putty, 
$3.60; glaziers’ points Nos. 1, 2 and 3, 
one doz. packages, 65c. 


Hammers.—A general advance has 
occurred, affecting all lines except first 
quality nail hammers. Sales are still 
very active and manufacturers are be- 
hind in filling orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-o0z. 
Ball Pein, $9 per doz.; competitive 
forged nail hammers, $8 per doz.; cast 
steel hammers, $5 per doz. 


Hatchets.—Prices advanced locally. 
Sales are quite lively, with deliveries 
slow from most manufacturers. Price 
advances of about 10 per cent have just 
been generally announced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz,; wernmee 
Shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatchets, 
No. 2, $9.90 doz 


Hickory Handles.—Demand continues 
exceptionally good, with supplies very 
scarce and prices tending to advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles— 
No. 1 hickory axe handles, $3 doz.; 
No. 2, $2 per doz.; finest selection sec- 
ond growth white hickory handles, 
$6 doz.; special white second growth 
hickory, $4.50 doz.; No. 1 hatchet and 
hammer handles, 90c. doz.; second 
growth hickory hatchet and hammer 
handles, $1.40 doz. 


Hinges.—Sales are in good volume 
and stocks are moving rapidly. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Heavy strap hinges in bun- 
dies, 4-in., 85c.; 5-in, $1.12; 6-in., $1.39; 
8-in., $2.22; 10-in., $3.60 per dozen 
pairs. Extra heavy T hinges in 
bundles, 4-in., $1.28; 5-in., $1.35; 6-in., 
$1.70; 8-in., $2.90; 10-in., $4.20 per 
dozen pairs 


Ice Cream Freezers.—Future orders 
are reported in fair volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Peerless and Alaska, 1-qt., 
$2.95; 2-qt., $3.45: 3-qt., $4.10; 4-qt., 
$5.00, less 20-10 per cent. White 
Mountain, hy -qt., $3. v4 1-qt., 
2-qt., $5.70; 3-qt., $6.90; 4-qt., 
6-qt., $10.50; 8- ~qt., $1350, . 
$18.00; 12-qt., $21.60, less 50 per cent. 
Arctic, 1-qt., $3.80: 2-qt., $4.60; 3-qt., 
$5.45: 4-qt., $6.80; 6-qt., $8.60; 8-qt., 
$11.10, less 50 per cent. 


Ice Skates.—Large shipments have 
been made, but orders are still coming 
in before the season starts. 

We quote from jobbers’ stocks, f.o.b. 
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Chicago: Key clamp rocker, men’s and 
boys’, bright finish, 70c. per pair; key 
clamp hockey, $1.03 per pair; half key 
clamp hockey, women’s and girls’, 
96c. per pair; half key clamp hockey, 
women’s and girls’, $1.26 per pair. 
Lanterns.—These stocks are begin- 
ning to move in good volume. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 tubular, $6.90 per doz.; 
Monarch tin lanterns hot blast, $8.2 95 
per doz.; No. 2 Dietz cold blast lan- 
terns, $13 per doz.; with large founts, 
$14.25 per doz. 


Lawn Fence and Gates.—Future busi- 
ness is being placed for January 1 ship- 
ment with March 1 dating. Current 
business is very good for this season of 
the year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Lawn fence, 58 per cent 
discount; galvanized gates, 45 per 
cent discount; painted gates, 55 per 
cent discount. 


Lawn Mowers and Grass Catchers.— 
Orders are being taken for spring de- 
livery. Prices are the same as at the 
close of this season. Future orders are 
coming in much better than last year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14- 
in., $5. 50 each net; 16-in., $5.85 each 
net; 18-in., $6.20 each net; Ball bear- 
ing lawn mowers, 4 blades, adjust- 
able bearings, 8-in. drive wheels, fin- 
ished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 104%-in. raised open drive 
wheel, 4 tempered steel blades; reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Same, 16-in., $9.95 
each net; same, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net. Same for mowers 16 to 20-in., 
$10.50 per doz net. 


Nails.—The volume{ of business is 
very good. Stocks are not in the best 
of shape. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Common wire nails, $3.45 per 
keg base. The extra for galvanized 
nails is now $1.50 for 1-in. and longer; 
$2.00 for shorter than 1 in. 


Oil Heaters.—The demand for this 
line of goods has shown considerable in- 
crease the last week. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Florence black oil heaters, 
$7.00 each list; nickel trimmed, $8.50 
each list; blue enamel, $10.50 each 
list, all subject to 30-5 per cent dis- 
count. Perfection Oil Heaters, black, 
$6.75 each list; nickel trimmed, $8.25 
each list; blue enamel, $10.50 each 
list, all subject to 30 per cent dis- 
count. 

Paints and Oil.—Terpentine advanced 
5 cents per gallon. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 bar- 
rels, $1.02 per gal.; boiled linseed oil, 
1 to 4 barrels, $1.04 per gal.; raw lin- 
seed oil, 5 barrels or more, 97c. per 
gal.; boiled linseed oil, 5 barrels or 
more, 99c. per gal., less 1 per cent 
ten days. Turpentine, $1.65 per gal. 
(in barrels); denatured alcohol in bar- 
rels, 40c. per gal.; strictly pure white 
lead, 100-lb. kegs, 12%c. per 1b.; 50-Ib. 

13c. per lb.; dry paste in bar- 

6%4c. per lb.; pure white shel- 

4 lb. goods in gal. can, $4.75 per 

; pure orange shellac, 4 Ib. goods 

gal. cans, $4.25 per gal.: English 

venetian red, in barre!s, $3.50 and 
$6.75 per cwt. 


Radio.—Local jobbers report a satis- 
factory increase in sales. The demand 
has already started and sales are ex- 
pected to make phenomenal records. 


Refrigerators. — Present prices are 
low and a fair volume of future busi- 
ness is being booked, as during the past 
season a great many dealers suffered on 
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account of not being able to get re- 
frigerators when they were needed. 
Roofing and Building Paper.—Sales 
continue to be excellent. The fall de- 
mand is on in full force. Prices are 
strong, and many makers ask prices 
above the quotations shown below. 


We quote from jobbers’ stocks, f.o.b. 
Chicago Best grade slate surfaced 
prepared roofing, $1.85 per square; 
best tale surfaced, $2.25 per square; 
medium tale surfaced, $1.60 per 
square; light tale surfaced, 90c. per 
square; red rosin sheathing, $65 per 
ton. 

Rope.—Sales on rope are very good, 
considering the season. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality manila rope, 
standard brands, 17%c. to 18%c. per 

No, 2 manila rope, l6c. to 16%e. 
per lb. base; so-called hardware 
grade manila rope, 15%c. per lb.; No. 
1 sisal rope, highest quality standard 
brands, 14%c. to 15%c. per lb. base; 
No. 2 sisal rope, standard brands, 
3e. to 14c. per Ib. base. 


Sash Cord.—Local prices advanced. 
Heavy sales are taking stocks rapidly. 
It is thought that dealers will have to 
earry larger stocks to insure shortages 
due to uncertainties of the transporta- 
tion, as one of the largest manufactur- 
crs is completely out of market for four 
to six weeks. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard 
brands, $8.90 per doz. hanks; No. 8, 
$10.30 per doz. hanks. 

Sash Weights.—Supplies are 
scarce, as this market is oversold. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Less than carload lots, 
$47.50 per ton. 

Screws.—Sales are very good and 
further advances are not unlikely. 

We quote from jobbers’ stoc ks, f.o.b 
Chicago: Flat head bright screws, 82-5 
per cent new list; round head toned, 
75-20-5 per cent new list; flat head 
brass, 78-5 per cent new list; round 
head brass, 70-20-5 per cent new list; 
japanned, 70-20-5 per cent new list 
Sleds.—Some orders have already 

been received, jobbers report. Prices 
are firm. On account of the mild win- 
ter large stocks were carried over by 
the jobber, but it is expected that the 
holiday business will more than clear 
out these stocks. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: 33-in. $10.00 doz.; 36-in., 
$13.35 doz.; 40-in., $15.00 doz.; 45-in., 
$19.00 doz., 56-in., $25.00 doz. 

Snow Shovels.—Sales are reported to 
be good for this time of year. 

We 


still 


quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized steel snow shov- 
els, ribbed steel blade, 7% x 10-in., 
ash D handle, $2.50 per doz. Same 
ribbed steel blade, 21x 16-in., rein- 
forced back, D handle, $10.90 per doz. 
Same spring steel blade, 16 x 18-in., 
japanned D handle, $10.30 per doz. 
Solder and Babbitt Metal.—FExcellent 

sales are reported. Prices are reported 

strong, with advancing tendency. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $24 
per 100 lb.; medium 45-55 solder, $21 
per 100 Ib.; tinners’ 40-60 solder, $22 
per 100 lb.; high-speed babbitt metal, 
$18 per 100 lb.; standard No. 4 bab- 
bitt metal, $9 per 100 Ib. 


Sporting Goods.—There is still an un- 
usually heavy demand for fall sport- 
ing goods, footballs, boxing gloves, etc., 
and sales are just getting started well. 

Steel Goods.—Because of the in- 
creased cost of fuel, steel, labor, and 
ash, manufacturers state they do not 
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think they will be able to maintain the 
present prices—that is, they think they 
will be complled to advance them. Fu- 
ture orders-are reported to be good. 


Stove Pipe, Elbows, etc.—Factories 
are still badly behind on orders, owing 
to the shortage of fuel and sheets. Hods 
and stove boards are in active demand, 
but no recent changes in prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Stove Pipe, 6-in. 3l-gage, 
$11; 30-gage, $12; 28-gage, $14; 26- 
gage, $16; 6-in. elbow 30-gage, $1.25; 
28-gage, $1.50; 26-gage, $1.75 per doz. 
Coal Hods, Galvanized, 17-in., 00 
per doz.; Crystal Stove Boards, 33-in., 
$20.85 doz. 


Steel Sheets.—Mills are still unable 


Office of HARDWARE AGB, 
410 Unity Building, 
Boston, Oct. 14. 


i ears from jobbers in the New 
England territory are of the same 
nature as heretofore. They tell of a 
remarkable amount of all kinds of hard- 
ware moving out of stock, with the 
trend of the business curve still up- 
ward. There are, to be sure, some lines 
of merchandise that are going slowly, 
but little significance is attached to this 
fact, it being said there always, even 
under the best of conditions, are back- 
ward things. In a broad way the move- 
ment of hardware is an extremely 
healthy one, in the opinion of the job- 
ber, because it denotes industrial pros- 
perity in this territory. New England 
has been slow in catching step with the 
return of generally better business ex- 
perienced in other sections of the coun- 
try. To-day, however, she appears on 
the fair road to recovery, which means 
the construction of a large public buy- 
ing power. 

The retail business has not been as 
good as it might be the past week, due 
to weather conditions. When it has not 
rained it has been unseasonably warm. 
But the trade as a whole is optimistic 
regarding the future and is buying 
goods in anticipation of requirements 
with confidence. The credit standing of 
the retail] trade is better than noted in 
some time. A large number of people 
who have been away for the summer, 
and who owed retail hardware dealers, 
have returned and paid up, a mighty 
helpful factor. Retailers depending 
largely on vacation trade did well the 
past season and are in good financial 
standing with the jobbing houses. Re- 
tailers in large cities are prosperous, 
while those in towns where textile 
strikes have hurt trade, are beginning 
to get back business. 

The hardware trade in this territory, 
therefore, stands more than an even 
chance of beating last year’s record this 
fall and winter. The general trend of 
hardware values continues upward, and 
until the car supply ‘and fuel cost situa- 
tions are adjusted there seems little 
likelihood of much of a downswing in 
manufacturers’ lists. 
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to work to capacity, but are reported to 
be gaining somewhat on oldest orders. 
Prices are strong and seem firm for the 
balance of the year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28-gage galvanized sheets, 
$5.85 per 100 lb.; 28-gage black sheets, 
$4.85 per 100 Ib. 


Toys.—Good business is reported, and 
most local distributors have complete 
lines on display. Mechanical and edu- 
cational toys are strongly featured and 
are in largest demand. 

Washing Machines.—Sales are show- 
ing great improvement. Every indica- 
tion points to very good fall business. 


Wire Goods.—The demand for barb 


BOSTON 


Ammunition—Drop shot has. been 
advanced 10 cents a bag in this market. 
The higher prices are based on the 
strength of the pig lead market, the 
demand being only fair at best. Loaded 
shell values have not changed. The 
ban on hunting in Maine and other sec- 
tions of New England did not last as 
long as anticipated, frequent rain and 
snow in the more northern sections of 
this territory eliminating dangers of 
further forest fires. With the ban 
lifted, retail dealers in many sections 
report an increased demand for am- 
munition and firearms of all kinds. 


We from Boston jobbers’ 
stocks: 


Ammunition.—Loaded shells, 25 
and 1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.40 
per bag; B and larger, $2.65 per bag. 
Air rifle, Boy Scout, shot, $4.50 per 
case. 

Automobile Accessories.—New tail 
light requirements in this State have 
given some of the hardware trade, at 
least, a lot of business in this particu- 
lar line of merchandise. Many thou- 
sands have been moved out of local 
stocks within a very short time. The 
demand for other automobile acces- 
sories, with very few exceptions, is 
tapering off, as is to be expected at 
this time of the year. There continues, 
however, a satisfactory call for bump- 
ers, and skid chains are beginning to 
receive more or less attention. Prices 
for accessories are steady. 

Axes.—To conform with new lists 
issued by leading makers, jobbers here 
have advanced quotations on axes $1.50 
a dozen throughout the list. The job- 
bing trade understands the higher prices 
made by the producers are based on in- 
creased production costs. The move- 
ment of axes out of local wholesaler’s 
hands, which heretofore was quite 
brisk, has dropped to relatively small 
proportions, the mild weather unques- 
tionably having much to do with busi- 
ness conditions. 


‘ 


quote 


We quote from Boston jobbers’ 
stocks: Single bit axes, first quality, 
without handles, $14 per dozen; dou- 
ble bit axes, without handles, $19 per 
dozen; single bit axes, with handles, 
$17.75 per dozen. 


Bicycles.—The jobbing trade here has 
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and cattle wire continues to be very 
heavy. The announcement of wire cloth 
and poultry netting prices is being 
awa’ ed with interest. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, 
$3.20 per 100 lb.; catch weight spool 
galvanized cattle or hog wire, $4.10 
per 100 lb.; 80-rod spool galvanized 
hog wire, $3.58 = spool; No. 8 gal- 
vanized plain wire, $3.70 per 100 Ib.: 
Polished fence staples, $3.75 per 100 
lb.; catch weight spools painted barb 
wire, $3.75 per 100 Ib. 
Wrenches.—Very satisfactory sales 

are reported and demand is fair. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60 
per cent; engineers’ wrenches, 40 per 
cent; knife handles, 50 per cent. 


been officially notified of a reduction of 
40 per cent in bicycle quotations, as an- 
nounced at the recent convention of the 
Bicycle Manufacturers’ Association at 
Atlantic City. It is believed that retail 
and wholesale stocks of bicycles in New 
England are down to a minimum, conse- 
quently the reduced prices on next sea- 
son’s goods will not work much of a 
hardship on the trade. 


Bolts and Nuts.—wMill interests report 
heavy buying of bolts and nuts by the 
hardware jobbing trade of New England 
for delivery during the balance of the 
year. The impression got abroad that 
bolt and nut values are to be advanced 
and the trade made purchases to pro- 
tect themselves, in the event of higher 
quotations. Many of the jobbers’ largest 
customers also have bought more freely 
since last reports, consequently the 
market as a whole appears to have been 
more active than it has been before in 
months. The actual tonnage of this 
class of stock going into consumption 
weekly in this territory clearly indicates 
that industry is increasingly active. 


We from Boston jobbers’ 
stocks: 

Bolts.—Machine bolts with H. P. 
nuts, % x4-in., smaller and shorter 
cut threads, 45 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; com- 
mon carriage bolts, 30 and 10 per cent 
discount; Eagle carriage bolts, 50 and 
10 per cent discount; stove bolts, 7° 
and 5 per cent discount; bolt ends, 
40 per cent discount; stud bolts, 4° 
per cent discount; step bolts, 40 per 
cent discount. 

Nuts.—H. P., all kinds, 1%c. off 
list; C. P. C. and T,, all kinds, 1%c 
off list; semi-finished hexagon nuts, 
Yr-in. and smaller, 70 per cent dis- 
count; 5%-in. and larger, 65 per cent 
discount; finished case hardened nuts, 
50 and 10 per cent discount; check 
nuts, list. 

Bottles.—As was intimated last week 
by the jobbers, there has been a general 
marking up in vacuum bottle prices, 
both by manufacturers and jobbers. 
Such an advance, in the opinion of the 
jobbing trade, was inevitable. They 
say it has been quite generally under- 
stood the American producers have been 
selling bottles on a basis which could 
not be continued if the industry was to 
remain an American factor. Compet- 
tion with foreign goods was the Im- 
pelling factor. The situation to-day, 


quote 
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however, is quite different. The con- 
suming public have learned by experi- 
ence, say the jobbers, that foreign-made 
bottles are unreliable and nobody 
handling them can hope to stand back 
of the article. American bottles are 
not only far superior in quality and 
workmanship, but are better in every 
way and have the backing of the hard- 
ware trade. 
We quote from Boston jobbers’ 
stocks: 
Bottles.—Thermos and Universal, 
brown, pints $1.75 each, quarts $3; 
green, pints $2, quarts, $3.25; plain 


nickel, pints $3, quarts $4.50; cor- 
rugated nickel pints $2.75, quarts, 


$4.25. 
Fillers.—Pint $1.10; 


sizes, $1.75. 
Discounts.—-25 and 10 per cent. 

Chain.—Proof coil, self colored chain 
prices, as quoted by the jobbing trade, 
have been marked up 1 cent a pound, 
to conform with new lists made by the 
producers. The 3/16-in. size, which 
heretofore was 13% cents a pound, is 
now 14% cents, and other sizes are 
correspondingly higher. The demand 
for this kind of chain continues spotty. 
Some jobbing firms say it is normal, 
while others maintain it is practically 
flat. The recent advance in machine 
chain has stimulated rather than hurt 
business. 


sizes quart 


We quote from Boston jobbers’ 
stocks: 

Machine Chains. — Twist lengths, 

%-in., 13c. per 
- per lb.; long or 
open length link chain, ¥-in., 16%c. 
per lb. 4-in., 15c per Ib., *%-in., 14c. 
per. lb.; #-in., 12%c. per lb.; %-in., 
lle. per Ib. 


Cooking Ware (Glass).—The retail 
trade is buying glass cooking ware more 
freely than at any previous time this 
year. Individual orders, as a rule, cover 
quite a variety of styles in this ware, 
which is an indication, according to the 
jobbers, that retail stocks are down to 
comparatively small limits. New styles 
finding their way on the market are 
popular, retailers admitting the new 
goods go a long way in making a store 
display more attractive and salable. It 
is quite evident the glass cooking ware 
proposition is becoming each year a big 
factor with more and more retail hard- 
ware dealers. Prices are unchanged, 
with every indication of remaining firm 
until after the holiday trade, at least. 
The strength of prices for other glass 
products bears out this indication. 


We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt. $1.50 
each, 1%-qt., $1.75; round, shallow, 
l-qt. $1.50, 1%-qt. $1.75; round, in- 
dividual, 8-oz., 70c.; round, standard, 
l-qt. $1.50, 1%-qt. $1.75; oval, shal- 
low, beefsteak, 1-qt. $1.50, 1%-qt. 
$1.75; oval, standard, 1-qt. $1.50, 1%- 
qt. $1.75. 

Pudding Dishes.—Round, deep and 
round, standard, 1-qt. 85c. each, 1%- 
qt. $1, 2-qt. $1.20;, oval, shallow and 
oval, standard, 1-qt. 85c, each, 1%-qt. 
$1, 2-qt. $1.20. 

Baking Dishes. — Oval, shallow, 
9-o0z., 40c. each; 12%-0z., 55c.; 18%- 
0Z., 60c. Individual pie dish, round, 
soot 25c. each; 8-oz. 30c.; 12-oz. 
Oe 

Pans.—Bread, 90c. and $1.50 each; 
biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 

Pie Plates.—Narrow rim, 75c. and 
90c. each: wide flange, 50c. to $1.10. 

Custard Cups.—Round, 4-oz., 20c. 
each; 6-0z., 25¢.; oval, 5-02., 30c.; 
French pattern, 4-0z., 20c.; 6-0z., 25c. 
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Bean Pots.—Round, $1, $1.75 and 
$2.50 each. 

Terms.—Jobbers’ terms are 3344 per 
cent off list. 

Drills and Reamers.—The jobbing 
trade is still anticipating higher prices 
on standard drills and reamers. The 
conviction evidently is based on the ad- 
vance in raw material, labor, fuel and 
to the pronounced shrinkage in surplus 
floating stocks. Back of all these 
usually uplifting influences is a splendid 
demand for drills and reamers, espe- 
cially the former. The demand is not 
of a sensational nature, but is of good 
proportions and steady from day to 
day. Stocks in jobbers’ hands are in 
fairly good condition as a rule, although 
here and there one finds bad spots in 
small sizes. 

We quote from 
stocks: 

Drilis.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 

10 per cent discount; bit stock drills, 

and 5 per cent discount; center 
drills, 65 and 5 per cent discount; 

drills and countersinks combined, 30 

per cent discount; rachet drills, 35 

per cent discount; wood boring brace 

bits, 50 per cent discount; high speed 
drills, 50 and 10 per cent discount; 

jobbers, letter and number sizes, 50, 

10 and 5 per cent discount. 

Reamers.—Bit stock, 30 per cent 
discount; bright square and T §S 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 

20 per cent discount. 

Flashlights.—In former seasons the 
demand for flashlights begins to pick 
up about this time of the year. The 
demand to-day, however, is running 
stronger than usual. The use of the 
flashlight in every walk of life ap- 
parently is beginning to be appreciated 
by the consuming trade. It also is evi- 
dent that retail stocks in this territory 
were well below requirements. It is not 
uncommon for a retailer’s order to be 
marked rush. 

Galvanized Ware.—Galvanized pails, 
coal hods, ash cans, etc., are moving out 
of Boston stocks moderately well. The 
call for pails apparently is better than 
for most other things in this depart- 
ment. Jobbing salesmen say the retail 
trade has lost all idea of lower prices 
on galvanized ware, and that retail 
stocks in most cases are small, but that 
the trade as a whole is inclined to get 
along with as little stock as possible. 

We 
stocks: 

Ash Cans.—Galvanized. No. 
$2.75 each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17-in., $3.75; galvanized, with 
wood handles, 15-in., $4.34; 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 

Pails.—8-qt., $2.12 per doz., 10-qt., 
$2.40 per doz., 12-qt., $2.64 per doz., 
14-qt., $2.95; heavier pails, 40 lb. to 
the dozen, $3.85 per doz., 50 Ib. to 
the doz., $4.96 per doz. 

Tubs.—No. 200, $11.12 per doz., No. 

300, $12.40 per doz. 

Garbage Cans.—Galvanized, 
$1.68 per doz.; No. 2, $1.48; 
$1.08 


Boston jobbers’ 


quote from toston jobbers’ 


04118, 


No. 1, 
No. 4, 


Refrigerator Pans.—No. 2, $4 
doz.; No. 3, $5 per doz. 
Hockey Sticks —Aside from a still 

further improvement in the number of 
orders booked by jobbers here, the mar- 
ket for hockey sticks shows little 
change. It is now conceded by jobbers 
that the seasonable demand has set in. 


per 
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Jobbing stocks are in good condition 
and wide selections can be made from 
same. 

We 
stocks: 

Hockey Sticks.—Popular_ aelling 
numbers, boys’, ash, $3.60 per doz.: 
men’s rock elm, $7.75 per doz.; spe- 
cial high-grade, $13.50 per doz. 

Hot Plates.—Sales of hot plates hold 
up well, but the movement out of stock 
is admittedly smaller than two or three 
weeks ago. Difficulty in securing stock 
as fast as required, experienced by the 
jobbing trade heretofore, has been les- 
sened and prompt deliveries can now be 
promised the retail trade. No change 
in prices is noted. 

We 
stocks: 

Hot Plates.—In less than dozen lots, 
$1.45 each; in dozen lots, $1.40 each; 
in three dozen lots, $1.35 each. 

Ice Skates—The market for ice 
skates apparently is in a healthy con- 
dition. Demand is running along well, 
gradually gathering momentum, while 
raanufacturers’ ideas regarding prices 
are bullish. The makers go so far as 
tc intimate that if business holds on its 
present basis there bids fair to be a 
shortage of stock before or about Jan. 1. 
Retail dealers, in a majority of cases, 
carried over some stock, but the aggre- 
gate throughout New England was un- 
important. Nothing has been said 
which even suggests a slacking in the 
public craze for outdoor winter sports. 
As a matter of fact, winter sports pre- 
sumably will be more popular than 
ever this season, especially with the 
fair ones. 

We 
stocks: 

Ice Skates.—Boys’ key clamp skates, 
75c. per pair and upward. Girls’ key 
clamp strap heel skates, $1 per pair 
and upward. 

Outfits. — Welt 
skates, boys’ and 
outfit and upward. 
Iron and Steel.—Aside from a reduc- 

tion of 18% cents per 100 Ib. in struc- 
tural steel in stock lengths, prices for 
iron and steel remain unchanged. The 
demand, according to most jobbers, is 
running even with that of a month ago. 
Stocks are in good condition and de- 
liveries are made on schedule. 

We 
stocks: 

lron.—Refined, $3.25 per 
base; best refined iron, $4.50; 
iron, $5.50; Norway iron, 
$7.10. 

Steel.—Soft steel bars, $3.25 per 100 
lb. base; flats, $3.85; concrete bars, 
plain, stock length, $3.25; angles, 
channels and beams, $3.16% to $3.25; 
tire steel, $4.50 to $4.85; open-hearth 
spring steel, $5 to $6.50: steel bands, 
$4.25; steel hoops, $4.75; cold-rolled 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


hardened 
$4.35 per 


shoes 
girls’, 


quote from Boston jobbers’ 


100-Ib 
Wayne 
$6.60 to 


Lead.—Sentiment in wholesale circles 
regarding sheet lead is stronger than 
ever. Last week, it will be recalled, 
jobbers marked up prices % cent a 
pound. Since then there has been a 
still further rise in wholesale pig )ead 
quotations, based on a good demand and 
comparatively small stocks. For that 
reason the jobbing trade here cannot 
see anything but higher prices for them. 
Boston jobbers’ 


We quote from 


stocks: 
Sheet 
list. 


Lead.—12%c. per lb., base 
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Lunch Kits.—Lunch kits of all kinds 
and makes are moving out of stock in 
a satisfactory way. Jobbers here are 
now quoting the No. 310 Universal 
lunch kit at $3 less 25 and 10 per cent 
discount. Quotations on other makes 
are reported as very firm. 

Nails.—The nail situation apparently 
ix no easier. Local jobbing quotations 
on cut nails have been marked up 10 
cents and on galvanized 25 cents, while 
hard steel nails cost 10 cents more. 
Everybody in the wholesale market is 
almost hopelessly behind on wire nail 
shipments, notwithstanding fairly heavy 
arrivals recently from the mills. New 
business is coming in at a rate, say the 
jobbers, which does not permit a catch- 
ing up on back orders. Nothing that 
the producers say suggests any relief 
in the situation during the balance of 
1922, at least. 

We 
stocks: 
Nails.—Wire, $3.70 per keg, base, 

from store; from mill, in less than 
earload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.15 per 
keg, base, from store; from factory, 
in less than carload lots, $3.85 per 
keg, base; galvanized nails, $7.85 per 
keg, base; hard steel nails, $3.85 per 
keg, base, from store. 


Roofing Paper.—The market here on 
roofing paper has advanced another $5 
a ton, making a total of about $10 within 
a comparatively short time. The de- 
mand for this class of merchandise has 
been exceptionally heavy during the 
past month or more, not only in New 
England, but all over the country. Pro- 
ducers, therefore, have been pushed to 
the limit to supply requirements of cus- 
tomers. In the meantime the cost of 
production has steadily mounted. 
from Boston jobbers’ 


quote from Boston jobbers’ 


We .quote 
stocks: 
Roofing Paper.—Bermico paper, $75 
per ton f.o.b. Boston stock. 
Screws.—The advance in cap and set 
screws by some of the jobbing trade, 
noted in last week’s issue, has become 
general in this market. The discount 
on machine screws, heretofore 70 per 
cent, is now generally 60 per cent. The 
demand for all kinds of screws is re- 
markably good. Manufacturers are ex- 
periencing difficulty in securing suffi- 
cient help to turn out required amounts 
of stock. 
We 
stocks: 
Wood Screws.—Flat head _ bright. 
77% and 5 per cent discount; flat head 
blued, 77% and 5, plus 5 per cent dis- 
count; round head blue, 75 and 5 


quote from Boston jobbers’ 


» per 


Office of HARDWARE AGB, 
1002 Park Building, 
Pittsburgh, Oct. 16. 
At we pointed out in our reports 
several times a few weeks ago, the 
settlement of the coal and railroad 
strikes, the easing up in supplies of 
coal and coke, together with the 
greatly increased production in all 
forms of steel by the mills, have re- 
sulted in an easier tone to prices. These 
are not so firm as they have been, signs 
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cent discount; flat head brass, 72 and 
5 per cent discount; round head brass, 
70 and 5 per cent discount; flat head 
galvanized, 622 and 5 per cent dis- 
count; flat head nickel and round 


head nickel, 65 and 5 per cent dis- 
count. 


Machine Screws,etc.—Coach screws, 
50 per cent discount; set screws, in- 
cluding headless, 60 and 7% per 
cent discount; cap screws, square 
and hexagon, 60 and 7% per cent dis- 
count; lag screws, 50 per cent dis- 
count; iron machine screws, flat and 
round head, 60 per cent discount. 
Shovels.—The market for seasonable 
shovels is in a satisfactory condition. 
Snow shovels are going out of jobbers’ 
kands about as fast as received from 
the manufacturers, mostly on orders 
placed some time back. New business is 
Leing booked each day, however, and a 
good cleanup of wholesale stocks is in- 
dicated. Steel shovels, for coal, are in 
demand and firm in price. 
We 
stocks: 
Snow Shovels.—Long handle, $4.50 
per doz.; split wooden D-handle, 
$6.40; steel D-handle, $5.50. 
Sleds.—Jobbers are carrying practi- 
cally no sleds. As fast as stock comes 
in from the manufacturers it is shipped 
cut again. They have not by any means 
caught up with orders. Belated retail 
buying is beginning to crop up in fair 
volume, and such orders, as well as 
those placed earlier in the year, strongly 
suggest that the average retail hard- 
ware dealer has not very much stock on 
hand. 
We 
stocks: 
Sleds. — Allen Flexible Flier line, 
from stock, 331% per cent discount; 
from factory, 35 per cent discount, 
f.o.b. Philadelphia; Paris Mfg. Co. 
line, 40 per cent discount from list. 
this 


Step Ladders.—Business in 
branch of the hardware market is good. 
Individual orders, to be sure, usually 
call for small amounts of stock, but the 
aggregate number of orders booked each 
week is gratifying to the wholesale 
trade. Prices are reported as being 
steady. 

We 
stocks: 
Gem Stepladders, 3 ft., $18.24 per 


doz., 4 ft., $24.32 per doz., 5 ft., $30.40 
per doz., 6 ft., $36.48 per doz. 


Stoves.—Local jobbers are still hav- 
ing difficulty in getting airtight stoves 
in sufficient numbers from the manu- 
facturers to fill retail requirements. It 
is said here that business in this branch 
of the hardware market in 1922 will 
beat all previous records hands down. 


We Boston 
stocks: 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


quote from jobbers’ 


PITTSBURGH 


pointing to lower prices on some steel 


products in the near future. Lower 
prices have already come in raw ma- 
terials, coke being at least $1 per ton 
lower, basic iron in the Pittsburgh dis- 
trict has declined from $2.50 to $3 per 
ton, other grades of pig iron being 
from $1 to $2 per ton lower. There is 
also a notable tendency on the part of 
buyers to go very slow in the matter of 
placing new orders, which now are con- 
fined largely to early needs. We do 
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Air Tight Stoves.—Wheeling Carco, 
No. 418, $2.80 each No. 421, $3.05 each, 
No. 424, $3.30 and No. 427, $3.65 each. 
Toys.—Toys are selling in this terri- 
tory in better volume and the jobbing 
trade is confident of a heavy business 
later in the season. They say the 
tendency of the average retail dealer 
is to put off buying of toys as long as 
possible, and that there is always a 
grand rush to get in under cover at the 
iast moment. Manufacturers of toys in 
some instances have notified jobbers 
that certain numbers are out of stock 
and that because of the rush of busi- 
ness from the country at large they will 
be unable to fill orders where stocks 
have been depleted. 
We qoute from 
stocks: 
Erectors.—No. 000, 10c. each; No 
00, 25c.; No. 0, 50c.; No. 1, $1; No. 3, 
$3; No. 4, $5; No. 7, $10; No. 8, $20; 
No. 10, $30. Discount, 33% per cent. 
Motor and Accessories.—No. P52 
two terminals battery motor, $1 
each; No. P53, $1.50; No. P58, four 
terminal battery motor, $1.50; No. 
P60C, transformer, $5. Discount, 
33% per cent. 


Trucks.—Ash can trucks are moving 
out of local stocks satisfactorily. In 
fact, the volume of business passing 
would not suggest any shortage of coal. 
Prices are holding strongly on their 
recently elevated level. 

We quote from Boston jobbers’ 
stocks: 

A&sh Can Trucks, Clark’s, $36.00 per 
doz.; Little Man, $33.00 per doz. 
Window Weights.—The market here 

on window weights is $5 a ton higher. 
The advance has been made necessary 
because of the recent advance in pig 
iron and scrap values. Window weights 
have sold well this year, say the job- 
bers, thanks to the activity in the build- 
ing trade. 

We quote from Boston jobbers’ 
stocks: 

Window Weights.—From the foun- 


dry, 5-lb. and heavier, $53 a ton; 
under 5-lb., $56 a ton. 


Zine.—Local jobbers’ prices on zine 
have been jacked up still further, the 
advance this time amounting to 44 cent 
a pound, making a total advance within 
the past month of about 14% cents. The 
strength of prices is due largely to the 
statistical position of the spelter supply. 
Stocks of spelter in this country are re- 
ported ‘as down to within striking dis- 
tance of the vanishing point. 


We quote Boston jobbers’ 
stocks: 

Zinc.—In 600-lb. casks, 9%c. per 
lb.; in 200-lb. casks, 10c.; in 100-Ib 
casks, 10%c.; in less than cask lots, 
10%c. per Ib. 


Boston jobbers’ 


from 


not mean to convey the idea that prices 
on steel are going to slump, but there 
is a decided easier tendency, and al- 
ready some mills are favorable to giv- 
ing lower prices to regular customers, 
than they would have done a month 
or six weeks ago. 

The car situation is no worse than it 
was a week ago, in some spots it is 
a little better. Some of the steel com- 
panies, in order to secure cars, are 
adopting the plan of buying scrap, 
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which can be piled easily, and is not 
injured by the weather, and then load- 
ing the cars in which the scrap is re- 
ceived. For some unknown reason, it 
seems to be easier to get cars for scrap 
shipment, than it is for other steel ma- 
terials. 

In spite of the bad railroad shipping 
conditions, the output of steel and pig 
iron continues to increase. Figures just 
given out by the American Iron & Steel 
Institute in New York, show that out- 
put of steel ingots in September by 
thirty of the large steel companies was 
about 2,373,000 tons,. an increase of 
seven per cent over the August output. 
At present, steel companies are oper- 
ating close to seventy-five per cent of 
normal capacity, but this rate of oper- 
ations, cannot be increased very much 
until the car supply is better, and it 
does not show any signs of being ma- 
terially improved in the near future. 

The gain reported by the Steel Cor- 
poration of 741,000 tons in unfilled or- 
ders last month over the previous 
month, the largest gain in any one 
month for some time, shows that the 
Steel Corporation is pretty well forti- 
fied with orders to be rolled during the 
coming three or four months. It should 
be noted however, that this large in- 
crease in tonnage is made up mostly 
of new orders for rails and track sup- 
plies, the orders for rails having been 
hurried in last month, in order to save 
to the railroads the $3 per ton advance 
that went into effect on October 1. 

The increase in orders being booked 
by the steel mills now for the lighter 
forms of finished steel is very slight, 
if indeed there is any increase at ‘all. 
The demand for structural steel is 
showing some falling off due to the 
quieter conditions in the building trades. 
Sheets are also slowing down as we 
are getting close to the dull season in 
the automobile trade. However, most 
of the sheet mills are practically sold 
up for the remainder of this year, so 
that any slowing down in demand, will 
not affect their operations for some 
time to come. 

The present demand for plates is ac- 
tive, the leading oil companies building 
a good many storage tanks, in which 
large tonnages of plates will be used. 
While structural’ steel is not in as ac- 
tive demand as some time ago, some 
large jobs are being figured on, among 
these being new shops for the Penn- 
sylvania Railroad Company at Altoona, 
Pa., for which no less than 6000 tons of 
steel will be needed. There will be 
some slowing down of new building 
during the winter months, but those in 
close touch with building matters, say 
the activity in new building will be as 
great, or even greater, next spring than 
1% was in the spring of this year. 

The railroads continue to buy heavily 
of cars and other supplies. We have 
noted the heavy sales of rails for next 
year, and new car buying shows no 
falling off. In the past week, nearly 
5000 cars were placed, and there are ac- 
tive inquiries in the market now for 
a larger number. It is said the leading 
car shops have work ahead over the 
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next three or four months. As we have 
before stated, the outlesk is that the 
steel mills, car shops and other large 
manufacturing plants will have a busy 
winter. 

The outlook for the hardware trade 
over the remainder of this year, and in 
the early part of next year, is regarded 
as very good. Stocks of jobbers and 
retailers were low during the coal and 
railroad strikes, merchants being care- 
ful in their buying owing to the uncer- 
tainty of the termination of these 
strikes, with the result that when the 
strikes were finally settled, new buy- 
ing became active, and has continued 
so. September was a good month in 
volume of sales, and October will be 
better. The retail trade is buying ac- 
tively of winter goods, such as sleds, 
skates, heaters, cold weather goods for 
automobiles, snow shovels and hunting 
equipment. Local retailers say they ex- 
pect to do a much larger business this 
fall in hunting goods than they did last 
year. Men are better employed now 
than at this time last year, and con- 
sequently have more money to spend. 

Hardware prices continue’ very 
strong, and there have been further 
advances on some goods in the past 
week. Notable among these is an ad- 
vance of $1.50 on axes, following the 
advance of $1 per doz. made on Sept. 
11. Hammers and hatchets have also 
been advanced about ten per cent, and 
there are slightly higher prices on some 
of the lighter hardware goods. As we 
pointed out some time ago, prices on 
the heavier lines of hardware were not 
advanced when the makers were run- 
ning on steel bought before the market 
went up, but now that these stocks 
have been used up, the heavy hardware 
makers are compelled to pay consider- 
ably higher prices for their raw ma- 
terials, and consequently must get 
higher prices for their goods. 

Collections are reported as being uni- 
formly good. 


Automobile Accessories. — The mild 
weather is conducive to fall touring, 
this causing a good demand for robes, 
heaters and other winter car supplies. 
The demand for the various makes of 
stop lights is also active. Tires and 
tubes are in good demand, and prices 
generally on automobile accessories are 
firm. 

Local jobbers quote from stocks 
f.o.b. Pittsburgh as follows: 

Millers Falls, No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 
each for less than 100 and 43¢ 
for over 100; Champion regular, 53c 
each for less than 100, all sizes; 5 
each for over 100. 


Axes.—Following the advance of $1 
per doz. on axes made on Sept. 18 last, 
practically all makers have made an- 
other advance of $1.50 per doz. effec- 
tive from Oct. 7, on all single and 
double bitted axes. The higher prices 
are reported as holding very firm. Lo- 
cal jobbers have advanced prices in 
small lots from stock to correspond 
with the present prices of makers, and 
now quote as follows: 


First grade, single bitted 
handled, $19.00 per doz.; 
$15.00 per doz.; double 
handled, $24.00 per doz.; unhandled, 
$20.00 per doz.; second grade axes. 
single bitted, handled, $17.50 per doz.; 
unhandled, $14.50 per doz.; double 
bitted, handled, $21 per doz.; unhan- 
dled, $18 per doz. 

Anvils.—Practically all makers have 
advanced prices on anvils one cent per 
lb. and the market is reported as very 
firm. Higher costs of raw materials 
is given by the makers as the reason 
for this advance. 


Bolts and Nuts. 


axes, 
unhandled, 
bitted axes, 


— While the recent 
advance in prices on nuts and bolts, 
also on rivets, is reported as holding 
firm, new sales at the advanced prices 
have been light, as nearly all consum- 
ers and jobbers were pretty well cov- 
ered for some time ahead before the 
advance was made. Makers report that 
specifications on these contracts are 
coming in quite freely. Discounts now 
being quoted on bolts and nuts, also the 
new prices on rivets to the large trade, 
are as follows: 


Carriage bolts, % x6-in. shorter 
and smaller, rolled thread, 50-10-5 per 
cent; % x 6-in. shorter and smaller, 
cut thread, 50 per cent; larger or 
longer than % x 6-in., 50 per cent. 
Machine bolts with H.P. nuts; % x 4- 
in, shorter and smaller, rolled thread, 
60-5 per cent; % x4-in. shorter and 
smaller, cut thread, 50-10 per cent; 
longer or larger than % x 4-in., 50-10 
per cent. Machine bolts with C. P. 
C. & T. nuts, all sizes, 45 per cent. 
Lag screws (cone or gimlet point), 
50-10 per cent. Rough stud bolts with 
nuts, 45 per cent. Hot pressed square 
and hexagon nuts, blank and tapped, 
$3.50 off list. Cold punched C. & T. 
square and hexagon nuts, blank and 
tapped, $3.50 off list. Semi-finished 
hexagon nuts, *-in. and smaller, 
70-10-5 per cent; %-in. and larger, 
70-10-2% per cent. F.o.b. Pittsburgh, 
Pa. Terms: 30 days net or 1 per cent 
for cash in 10 days. 

Rivets, y,in. diameter and smaller, 
65 per cent. Rivets, %-in. diameter 
and larger: Button head structural, 
$3.15 per 100 lb. base; cone head 
boiler, $3.25 per 100 Ib. base. F.o.b. 
Pittsburgh, Pa. Terms: 30 days net 
or % of 1 per cent for cash in 10 days. 


Jobbers charge the usual advances to 
the retail trade for small lots out of 
stock. 


— Sherwood Bros. 


Coaster Wagons. 
Canastota, N. Y., have announced an ad- 
vance in prices on their line of coaster 
wagons of about ten per cent. 


Cotton Gloves.—Practieally all mak- 
ers have advanced prices jn cotton 
gloves about ten per cent. 


Cutlery.—Owing to the heavy duty 
on imported cutlery in the new tariff 
bill, prices on all makes of foreign cut- 
lery have been advanced at least 
twenty-five per cent, and still higher 
prices are predicted. It is also prob- 
able that domestic makers of cutlery 
will make material advances in their 
prices in the near future. 


Field Fence. —The American Steel & 
Wire Co. has announced an advance of 
five per cent on its National grade of 
field fence made from No. 11 wire. The 
demand for field fence is reported by 
the makers and jobbers to be quite ac- 
tive, and the market is firm. 

Firearms. — Local jobbers report a 
heavy demand for firearms of all kinds, 
and say their stocks are already run- 
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ning low. Deliveries are slow from the 
makers, owing to the freight conges- 
tion on the railroads. Prices on two 
popular makes of shot guns have been 
advanced $1 each, and further advances 
in prices are expected at any time. 


Hammers and Hatchets. — The Grif- 
fiths Tool Works, Philadelphia, and 
practically all other makers, have an- 
nounced an advance in prices on ham- 
mers and hatchets of about ten per 
cent, and the market is reported as very 
firm. 


Ice Skates. — While there has been 
no real cold weather as yet, local ice 
skating rinks are being well patronized, 
and the demand for ice skates is al- 
ready active. Prices are holding firm, 
and some in the trade look for an ad- 
vance in the near future. 

We quote from Pittsburgh jobbers’ 
stocks as follows: 

Ice Skates—Boys’ key clamp skates, 
75e. per pair and upward. Girls’ key 
clamp strap heel skates, $1 per pair 
and upward, 

Outfit—Welt shoes hardened skates, 
boys’ and girls’, $4.35 per outfit and 
upward, 


Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, Oct. 16. 


Se the price tendency still up- 
ward, jobbers are placing large 
stock orders and retail merchants are 
buying in liberal quantities. Retailers, 
generally, have apparently come to the 
conclusion that they are taking no 
chances in buying quite freely now, 
for even if prices on some items go no 
higher, they feel that there can be no 
reductions for a long time. It is pointed 
out that there are many items on which 
advances have not yet been made but 
on which higher prices are expected 
because of advances in raw material, 
the full effect of which has not yet been 
felt by some manufacturers. Buying 
by retailers is well distributed among 
staple lines and a fair volume of orders 
is being booked for seasonal merchan- 
dise for next spring’s delivery. Local 
retailers report a fair volume of fall 
buying. Sales of builders’ hardware 
continue heavy. 

The car shortage is interfering with 
deliveries from the steel mills and there 
is a shortage in some lines, particularly 
nails and wire. However, jobbers are 
getting fair shipment of most lines of 
staple merchandise. The most out- 
standing exception is in builders’ hard- 
ware on which some manufacturers are 
still far behind on deliveries. 


Axes.—Another price advance has 
been made on axes. Last month axe 
manufacturers marked prices up a»out 
$1 per doz., but they have advised the 
trade that after figuring out increased 
costs, due to higher labor and mate- 
rial, and increased transportation costs, 
due to the railroad situation, they have 
been compelled to make another ad- 


HARDWARE AGE 


Steel Pipe.—There is no let up in the 
heavy demand for the smaller sizes of 
steel pipe, and the supply is just as 


scant as it has ben for several months. 


Jobbers stocks are depleted, and the 
mills are back in shipments of small 
pipe from ten to twelve weeks, or 
longer. The demand for iron pipe is 
not so active. Prices are very firm, but 
there are no indications of an early ad- 
vance in steel pipe which has been ex- 
pected for some time. 


Local jobbers are quoting at this 
writing for small lots of steel pipe out 
of stock, as follows: 

$2.90; -in., 


o, $7.93; - 

2y%-in., $20.16. 

Galvanized Pipe.—%-in., $4.47; %%- 

in., $4.73; %-in., $5.63; l-in., $7.94; 

Ate $10.74; 1%-in.,- $12.84; 2-in., 
7 


All the above prices are per 100 ft. 

f.o.b. Pittsburgh. 

Wire Products.— There is nothing 
new to report in the wire trade. The 
shortage in supply of box cars is hold- 
ing up shipments and jobbers’ and re- 
tailers’ stocks are very low. One local 
jobber is hauling wire nails and wire 
at least twenty miles by truck from the 
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vance. The new advance is $1.50 per 
doz. 

Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handied, $18.50 per doz.; un- 
handied, $14 per doz.; double bit- 
ted axes, handled, $23 per doz.; un- 
handled, $18.50 per doz. 

Automobile Tires and Accessories.— 
Although there are predictions of a 
price advance on automobile tires, one 
large tire company has just announced 
a price reduction averaging about 20 
per cent on one line of cord tires. The 
reduction on small tizes is less than on 
the larger sizes. Jobbers’ prices on 
the Ford size have been reduced from 
$11 to $10.15. Tire sales continue in 
good volume for this season’of the year 
and the demand for accessories is hold- 
ing up well. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 145 
jacks, $4.75. Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots less than 50; Champion X spark 
plugs, 45c. each for less than 100 and 
43c. each for over 100; Champion 
regular, 53c. each for less than 100, 
all sizes; 50c. each for over 100. 


Bolts and Nuts.—Jobbers’ prices on 
bolts and nuts are somewhat irregular, 
due evidently to the fact that some job- 
bers are not keeping up with the vari- 
ous price advances that have been made 
by manufacturers during the past few 
months. The last price advance, made 
October 1, has not affected jobbers’ 
prices and is not expected to for some 
time because jobbers were able to place. 
orders for delivery up to January 1 at 
the old prices. Jobbers report a very 
good volume of business. 


Jobbers quote _ f.o.b. Cleveland: 
Large and small machine bolts, cut 
thread, 50 to 55 per cent off list; 
rolled thread 50, 5 and 10 to 60, 10 
and 5 per cent off list; carriage bolts, 
large and small, cut thread, 45 per 
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mill in order to get them, the railroads 
having an embargo on for about a week. 
Prices show no change, but are very 
firm. 


Jobbers are quoting from stock, 
f.o.b. Pittsburgh, as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1-in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.50, and shorter than 1l-in., $2: 
bright Bessemer and basic wire, $2.75 
per 100 Ib.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire fenc- 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 


Vacuum Bottles—Under date of Oct. 
7, Landers, Frary & Clark of New Brit- 
ain, Conn., issued a new price list on 
vacuum bottles, showing an advance of 
about ten per cent on some sizes, while 
other sizes are unchanged. The demand 
is reported active. 


cent off list; stove bolts, 75 per cent 
= list; hot pressed nuts, $3.25 off 
st. 


Boilers and Radiation.—The demand 
for heating boilers and radiation is 
fairly heavy and in excess of the supply 
as shipments by manufacturers are 
slow. 


Brushes.—Jobbers report a fair vol- 
ume of sales in paint and varnish 
brushes for spring delivery. Prices are 
firm, but owing to the fact that bristles 
have advanced there is said to be a pos- 
sibility of a price advance after the first 
of the year. 

Chain.—The Chain Products Co., 
Cleveland, Oct. 9, announced a price ad- 
vance of about 5 per cent on round and 
flat wire chains. Jobbers will make cor- 
responding advances. The demand for 
chain is fairly heavy from jobbers who 
are placing large stock orders. 

Cutlery.—The demand for pocket 
knives, carving sets and silverware is 
fairly heavy. A shortage is expected 
in some lines, particularly in silver- 
ware. Prices are firm but the trade 
does not believe that the new tariff pro- 
visions in respect to cutlery will result 
in a price advance. 

Corrugated Roofing.— The demand 
for steel roofing is rather light and 
prices are firm. 

Cleveland jobbers quote f.o.b. Pitts- 
burgh, 2%-in. 29 gage corrugated 
roofing at $4 to $4.05 per square. 

Field Fence.—Jobbers have advanced 
prices on field fence following the re- 
cent mill advance. 

Cleveland jobbers quote field fence 
f.o.b. Pittsburgh at 67 per cent off 
list for less than carloads and 68 per 
cent off list for full carloads. ; 
Guns and Ammunition. — Jobbing 


houses report a very good trade in guns 
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and stocks of some lines are getting 
low. Ammunition is in good demand. 
Glass Baking Ware.—The demand 
for glass baking ware is quite active 
as holiday orders are being placed and 
factory shipments are rather slow. 


Handles.— Price advances are an- 
nounced on cheap pick handles from $2 

to $2.50 per doz. and on the better 
aie of hammer and hatchet handles 
from 65 to 80 cents. per doz. Other 
prices are unchanged. Handles are 
moving fairly well. 


Jobbers quote f.o.b. Cleveland, 
hickory axe handles, single and 
double bitted, best grade, $4.75 per 
doz.; XXX grade, $4 per doz.; XX 
grade, $3.50 per doz.; X grade, $2.75 
per doz.; No. 1 pick handles, $3.25 
per doz.; best grade, $4.75 per doz.; 
American Fork & Hoe Co.’s wood D 
shovel, spade and scoop handles, X 
grade, $4.80 per doz.; matbleable D 

grade manure fork and spading fork 
fandies, $3.75 per doz.; X grade long 
shovel spading handles, $3.35 per doz.; 
hay and manure fork re x 
grade, 4 ft., $2.40 per doz; 4% ft., 
$2.65 per doz.; XX grade, 4 ft., $3 
per doz., 4% ft’, $3.35 per doz. 


Ice Skates. — Jobbers are booking a 
good volume of orders in ice skates for 
early shipment. The market is very 
firm but no advance has been an- 
nounced. 


Nails and Wire. — The scarcity of 
nails has grown more acute. With 
stocks low, even in the staple. sizes, 
jobbers are limiting quantities that 
they are shipping on retailers’ orders. 
However, they are trying to keep the 
immediate needs of their customers 
satisfied. The demand is fairly heavy. 

Oil Cook Stoves.—There is consider- 
able activity in oil cook stoves for 
Spring shipment, Prices at present 
are guaranteed against a decline until 
June 30 and manufacturers say that 
increasing costs may compel them to 
mark their prices up. 


Jobbers quote oil cook stoves f.o.b. 
Cleveland: aarware 2-burner, $10.85; 
3-burner, $14.2 4-burner, “s 
cabinet 4d burner, $14.35; 3. 
burner, $13.0: 4-burner, $24.50; Nesco 
wickless stove, 2-burner, $11. 50 ps 
burner, $14.60; 4- burner, $18. 
cabinet type 3-burner, $17.95; lem 
er, $23.95. 

Paints and Varnishes. — There is a 
seasonal falling off in the demand for 


mixed paints but some paint specialties 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Oct. 9. 


FR PAL hardware sales are reported 
as being very satisfactory. A good 
volume of business is being done in 
hunting equipment as well as in sport- 
ing goods in general. Automobile ac- 
cessories are also holding up well with 
a good demand for car heaters. 

It is a little early for any demand for 
strictly winter merchandise, although 
4 good volume of business has developed 
in stoves and furnaces. 

While collections are easing up a lit- 
tle the improvement is not as much as 
was expected ; no doubt caused by the 
low prices the farmer obtains for his 
crops, 
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have continued to move well. Turpen- 
tine has again advanced, being higher 
now than since last June. There is 
talk of a price advance on white lead. 
Cleveland jobbers quote best makes 

of mixed paints at $2.60 per gal. for 

colors and $2.75 for white. Linseed 

oil $1.01 per gal. in barrel lots; 
turpentine, $1.54% per gal. and white 
lead, 13%c. per Ib. 

Roller Skates.—The recent with- 
drawal of prices on roller skates for 
shipment after Dec. 1 has apparently 
had a very stimulating effect on the 
market and the demand is heavy. Cur- 
rent orders are being taken at the 
prices that have prevailed for some 
time. 

Rubber Roofing.— The demand for 
rubber roofing is rather slow at pres- 
ent but prices are firm. 


Rope.—There is considerable activity 
in rope considering the season of the 
year. Prices are firm and unchanged. 

Cleveland jobbers quote the best 
grade Manila rope at 17%c. per Ib. 
for mill shipment and 18\c. per lb. 
for shipment from stock. Best qual- 
ity sisal rope, 15c per Ib. for mill 
shipment and 15%c. for stock ship- 
ment. 

Roasters. — Sales of roasters have 
been very heavy but a lull is now re- 
ported in the buying. 

Cleveland jobbers quote Savory 
roasters as follows: Steel, No, 75, 
$11.25 per doz.; No. 200, $16.80 per 
doz.; No. 400, $33.75 per doz.; En- 
ameled, No. 11, $21.25 per doz.; N 
41, $26. 25 per doz.; No. 13 
doz.: No. 43, $37.50 
minum, No. 175, $45 per doz.; 
$56.26 per doz. 
Refrigerators. — Most refrigerator 

manufacturers have issued new price 
lists which show some advances over 
prices prevailing the past season. 
Others that have not changed their 
prices have announced that they will do 
so before Nov. 1. Manufacturers are 
declining to take any blank orders.) Job- 
bers must specify the number of refrig- 
erators that they will require and in 
case the order does not cover their re- 
quirements they will be compelled to 
pay the prices prevailing at the time 
for any additional refrigerators order- 
ed. Some orders are already being 
placed by retailers for next spring de- 


livery. 


TWIN CITIES 


Axes.—Demand for axes is showing 
some improvement at this time. Prices 
show no change. 


No. 1200, 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single 
bit, base weights, $11.50 per doz.; 
double bit, $16.50 per doz. 

Ash Sifters.—Sales of ash sifters are 
of fair volume and showing some im- 
provement. Prices show no change. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Square wood, $3.75 per 
doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 


Builders Hardware.—There is still a 
very good demand for builders’ hard- 
ware for this late in the building sea- 
son. Many price advances have been 
made and shortages in some lines are 
apparent. 
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_ Steel Sheets.—The demand for sheets 
is quite active and prices are un- 


‘changed. Jobbers have good stocks. 


Cleveland jobbers quote sheets at 
4.40c. for No. 28 black; 5.35 to 5.40c. 

for No. 28 galvanized and 3.70c, for 

No. 28 blue annealed. 

Steves.—Sales of coal heating stoves 
are rather light although this is a buy- 
ing season. Stove manufacturers are 
adhering to recent prices and there is 
no intimation of an advance. 

Screws.—Screws are moving in good 
volume. Prices are unchanged. 


Jobbers quote wood screws as fol- 
lows, f.o.b. Cc leveland: Flat head, 
bright, 80, 5, 5 and 5 per cent off ~. 
round head, blued, 77%, 5, 5 and 
Bor cont off list; round head calnied. 
67%, 5 per cent off list; 


7} 5, 5 and 5 
round head, brass, 72%, 5, 6 and 5 


per cent off list. 

Stove Pipe—Quite a little business 
is coming out in stove pipe at the re- 
cent price advance. . 

Cleveland jobbers quote 6-in, blued 
stove pipe at $3.60 per crate of 25 
joints f.o.b. es and 6-in. crimped 
elbows at $1. 

Stove aca — Orders for stove 
boards continue very good. Prices are 
unchanged. 

Cleveland jobbers quote as follows: 
Wood lined board 24-in., $9.30 per 
doz.; 26-in., $11 per doz.; 28-in., $12.90 
per doz.; 33-in., $17.65 per doz.; paper 
lined 24-in., $5.67 per doz.; 26-in., 


$6.20 per doz.; 28-in., $6.95 per doz.; 
32-in., $9.20 per doz. 


Steel Bars.—Jobbers’ stocks of steel 
bars are very low owing to slow ship- 
ments by mills. 


Cleveland jobbers quote steel bars 
 aee., and hoops and bands at 
3.71c. 


Shovels.—There is a heavy demand 
for shovels for this season of the year, 
owing to the fact that retailers are 
placing larger orders than usual in view 
of a possible price advance. Some 
manufacturers have already advanced 
prices and others are expected to mark 
their prices up. 


Jobbers quote f.o.b. Cleveland as 
follows: No. 2 size shovels, fourth 
grade, $9.50 per doz.; second grade, 
_ per doz. ; first grade, $14.50 per 
OZ. 


Valves and Fittings.—The price ten- 
dency is upward on valves and fittings. 
Several manufacturers have advanced 
prices 5 per cent on cast iron valves. 


Bale Ties.—There has been a very 
satisfactory demand for bale ties. 
Prices have shown a further advance 
over that reported a few weeks ago. 

We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Single loop bale ties 

70-5 per cent. 

Bolts.—There continues to be a very 
active demand for bolts, with some de- 
lay in receiving factory shipments. 


Prices have shown a further advance. 

We quote from jobbers’ stocks, f.o b. 
Twin Cities: Small carriage bots 
45-5 per cent; large carriage bolts 
45 per cent; small machine bolts 
50-5 per cent; large machine bolts 
50 per cent; lag screws, 55 per cent, 


Brads.—Demand for brads continues 
to hold up very well. Prices show no 
change as yet. 
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We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard pack- 
ages, ‘75 per cent from list. 


Coal Hods.—Sales of coal hods are ° 


rapidly increasing as the winter season 
sets in. Prices have shown no recent 
change. 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, 17-in., 
japanned, open, $3.60; 18-in., $4; 17- 
in., funneled, japanned, $4.50; 18-in., 
$4.95; 17-in. open. galvanized, $5; 18- 
in., $5.45; 17-in., funneled, galvanized, 
$6.20; 18-in., $6.80 per doz. 


Eaves Trough, Conductor Pipe and 
Elbows.—Sales continue to be of fairly 
good volume. Stocks are fair for this 
time of the year. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Eaves trough, 28-gage, 

5-in. lap joint, $5.25 per 100 ft.; 

conductor pipe, 3-in. corrugated, 


$5.40 per 100 ft.; 3-in. corrugated el- 
bows, $1.64 per doz. 


Files.—There is a good demand for 
files. Prices have shown no change 
since advance reported a few weeks 
ago. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 50-10 
per cent; Arcade files, 65-10 per cent. 
Galvanized Ware.—Demand-continues 

to be of fairly good volume. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85; No. 3, $8 
heavy galvanized, No. 1, $12; No. 
$13; No. 3, $15; standard 10-qt., 
vanized pails, $2.25 per doz.; . 
$2.35; 14-qt., $2.70; standard 16-qt. 
stock pails, $4.25: 18-qt., $4.80: heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 
Glass and Putty—Sales of glass and 

putty in a strictly retail way have 
shown a great deal of improvement dur- 
ing the past week. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 
per cent; double strength glass, 85 per 
cent from standard lists. Putty, 
$4.40 per cwt. 

Lanterns. — Retail demand for lan- 
terns is good. Prices remain as first 
announced. 

We quote from jobbers’ stocks, f.o b 
Twin Cities: Tubular long globe, $13 
per doz.; tubular short globe, $13 per 
doz.; tubular dash lanterns, $16.90 per 
doz. 


Nails.— Demand for wire nails re- 
mains very good although not as heavy 
as earlier in the season. There has 
been no change in price since advance 
reported in last issue. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Smooth wire nails, $3.75 
per keg base: cement coated nails, 
$3.10 per keg base. 

Oil Heaters.—There is a very good 
call for oil heaters at this season of the 


year. Prices show no change. 


Moves to Larger Quarters 


The Apex Electrical Distributing Co., 
Cleveland, Ohio, moved its Philadelphia 
office from the Perry Building to 204 
Empire Building, Oct. 1, in order to 
secure the larger quarters necessitated, 
it is said, by the rapidly increasing 
business in that territory. The com- 
pany also announces the appointment 
of the H. C. Roberts Electric Supply 
Co., Philadelphia, as distributors of its 
products in the territory comprised of 
eastern Pennsylvania, Delaware and 
northern New Jersey. The North Coast 
Electric Co. has also been appointed 
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We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 30-5 per cent from 
standard lists. 


Registers.—Demand remains of fair 
volume. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 40 
per cent from standard lists. 
Rope.—Demand continues to be very 

good. Prices have not changed for 
some time. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. 
per Ib. base; pure sisal rope, 16%c. 
per Ib. base. 

Sandpaper.—Sales of sandpaper con- 
tinue to be very good. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, per 


ream, $6.50; second grade, No. 1, per 
ng $5.85; garnet, No. 1, per ream, 


Sash Cord.—Considering the lateness 
of the building season there is a good 
demand for sash cord. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash cords, best grade, 
68c. per 1b.; solid cotton, ordinary 
grades, 41c. per lb. 

Sash Weights. — Demand is good. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash weights, $2.25 per 
cwt. 

Screws.— There continues to be a 
very good demand for wood screws. 
Jobbers stocks are good. Prices are 
firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head ja- 
panned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 

cent. - 

Sidewalk Scrapers—No demand in 
a retail way as yet. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel 
scrapers, $4.75 per doz. 

Snow Shovels.—No retail demand is 
expected until at least the middle of 
November, but dealers are rapidly get- 
ting stocks into shape. Prices remain 
firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Straight handle, wood, 
$4.85 per doz.; steel blad¢, straight 
handle, $8.25 per doz.; galvanized 
steel blade, D handle, $11 per doz. 
Solder.—Demand for solder remains 

of fairly good volume. There has been 
an increase in prices. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 
25c. per Ib. 


Steel Sheets. — Demand for steel 
sheets continues to be only fair. Prices 
show no recent change, 





distributors in the States of Oregon 
and Washington. This firm maintains 
offices at Seattle, Spokane and Port- 
land, Wash. 


Furniture Firm Expands 

The Tucker Duck & Rubber Co., Fort 
Smith, Ark., manufacturers of camp 
furniture, mops and mop sticks, is now 
doubling the size of its camp furniture 
factory, in order to provide more ade- 
quate facilities, it is said, for its grow- 
ing business. 
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We quote from jobbers’ stocks, f.o.b, 
Twin Cities: 28-gage galvanized 
sheets, $6 per cwt.; 28-gage black 
sheets, $5 per cwt. 


Steel Traps.—Some interest is now 
being shown although very little actual 
demand has developed. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b, 
Twin Cities: Victor No. 0, $1.53: No. 
1, $1.83; No. 1%, $2.75; No. 2, $3.60; 
Newhouse, No. 0, $1.89; No. 1, $2.20; 
No. 1%, $3.17; No. 2, $4.88 per doz. 


Stove Goods. — Demand for stove 
goods is now developing very rapidly 
and a good volume of business is being 
done. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28x28, $15 per doz.; 30x 30, 
$17.35 per doz.; 36x36, $24.02 per 
doz.; Stove pipe, uniform blued, 28 

6-in., K. D., $12.50 per 100 

6-in. common iron corru- 

gated elbows, $1.26 per doz.: 6-in 

adjustable charcoal iron, $1.86 per 

doz.; Dampers, cast iron, wood or 

coil handle, $1.33 per doz.; Stove 

shovels, 15-in. japanned, 60c.; 2114-in. 

jumbo japanned, $1.40; 14-in. jumbo, 
jr., 85c. per doz. 


Tacks.—Demand is only fair. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8-oz., 
60c. per doz. packages; tinned carpet, 
8-oz., 60c.; blue carpet, 8-oz., 65c.; 
double point, 11-o0z., 36c. 

Tin Plate—Demand is of fair vol- 
ume. Prices have shown no change for 
some time. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL, 20 
x 28, $13; roofing tin, IC, 20 x 28, 8-lb. 
coating, $12.75. 

Weatherstrip—Some retail demand 
is now beginning to show itself and an 
average amount of business is expected. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weather- 
strips, %-in. and %-in., $1.85 per 100 
ft.; l-in., $2.60 per 100 ft, 
Wheelbarrows. — There is a fairly 

satisfactory demand for wheelbarrows. 
Stocks are in good condition. Prices 
are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wheelbarrows, wood 
stave, fully bolted, $36 per doz.; No. 

1 tubular steel wheelbarrow, $6.35 

each; No. 1 garden, $5.60 each. 

Wire—There is a good demand for 
wire of various kinds. Stocks are be- 
coming somewhat broken. Prices re- 
main firm. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Barbed wire, painted 
cattle, 80 rod spools, $3.11; galvan- 
ized cattle, $3.50; painted hog wire, 
$3.33; galvanized hog wire, $3.75; 
smooth black annealed No. 9. $3.4: 
per cwt.; smooth galvanized an- 
nealed, $3.95 per cwt. 


Big Linoleum Business Foreseen for 
1923 


The prediction that 1923 would be 
one of the most prosperous years for 
the linoleum business since 1914, ns 
made by Arthur K. Barnes, genera 
salesmanager of the Armstrong Cork 
Co., Lancaster, Pa., at the Sixth Annual 
Convention of Armstrong jobbers. 
Other speakers were Hugh Clark, con- 
tact manager; W. W. Prentiss, Jr.; 
George Siegle, general traffic manager, 
and Dr. CN. Wenrich, head of the re- 
search department. 
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been imagined by the business com- 
munity generally.” 


Hardware Jobbers’ Case Expedited 


The impression that the commission 
would defer further attacks upon job- 
bers’ methods until the Supreme Court 
should rule upon the Mennen case was 
strengthened by the fact that a special 
effort was apparently made by the com- 
mission to hasten its decision upon the 
complaint against the Southern Hard- 
ware Jobbers’ Association which had 
been made the subject of protracted 
hearings extending over a period of 
more than two years. The decision of 
this case was apparently expedited to 
enable the commission to announce its 
conclusions soon after the owner in the 
Mennen case was entered. 

In deciding the case against the 
Southern Hardware Jobbers’ Associa- 
tion the commission held that the mem- 
bers of the association were guilty of 
unfair competition because of “policies 
and practices” pursued for the alleged 
purpose of inducing manufacturers to 
distribute their goods through the job- 
bing trade. The chief allegations set 
forth in the findings of the commission 
were as follows: 


What Commission Found 


“That the purpose and intent of the 
respondent association and of its mem- 
bers is to dominate the wholesale and 
jobbing trade in hardware and allied 
commodities in the Southern States, and 
to enjoin upon such trade the methods 
which respondent association and its 
members approve, and to hinder the 
competition in such trade arising from 
the operations of those who hold diver- 
gent views as to business methods; 
that the members of respondent asso- 
ciation refuse to purchase from manu- 
facturers who sell to customers who are 
not members of respondent association 
and that attitude is made known by 
them to all manufacturers selling hard- 
ware and allied commodities into said 
territory; that for the accomplishment 
of its purpose in maintaining in said 
territory the business methods approved 
by it, respondent association conducts 
a system of espionage upon the busi- 
ness of the wholesale and jobbing trade 
in said territory, both as to its mem- 
bers and non-members; that in many 
instances members of the respondent 
association and the respondent associa- 
tion through its officers have communi- 
cated to manufacturers found to be 
selling to non-member customers, that 
such transactions were known to the 
Tespondent association and its mem- 
bers and disapproved by them, the im- 
putation being that such manufacturers 
must choose between sales to members 
of respondent association and sales to 
non-members.” 

Several of the more important allega- 
tions set forth above were strenuously 
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denied by the officers of the respondent 
association but there was no contro- 
versy on the point that the association 
sought to obtain for its members such 
preferential treatment in the way of 
discounts, etc., as manufacturers have 
been in the habit of granting from time 
immemorial, in consideration of the 
service of distribution rendered by the 
legitimate wholesaler. 


Will Not Wait for Congress 


The commission has also recently in- 
dicated that it does not propose to wait 
for Congress to enact the Kelly-Stevens 
bill, legalizing the price maintenance, 
but proposes to prosecute vigorously 
all parties failing to observe the prin- 
ciples laid down in the Beechnut case 
as the Supreme Court’s opinion in that 
case is construed by the commission. 
During the past week a comprehensive 
formal complaint against the Twinplex 
Sales Co., a concern distributing the 
Twinplex stropper, with offices in St. 
Louis and New York, has been issued 
by the commission. 

The respondents in this case are 
charged with unfair methods of com- 
petition “in the enforcement of a sys- 
tem for maintaining certain standard 
prices at which the product handled by 
them shall be resold.” The respondents 
accomplished this purpose, the com- 
plaint states, by compiling a special 
“taboo list” of the names of all con- 
cerns who failed to abide by such stand- 
ard prices and by the respondents re- 
fusing to sell to such dealers so listed. 

It is quite evident that the comms- 
sion regards this case as coming within 
the scope of the Beechnut case in which 
the Supreme Court held that “a manu- 
facturer cannot legally enter into an 
agreement to maintain prices or by 
contract or by combination, expressed 
or implied, unduly hinder or restrain 
the natural flow of trade in the chan- 
nels of interstate commerce.” 


Impressed by Elaborate System 


A careful analysis of the Beechnut 
decision indicates that the Supreme 
Court was much impressed with the 
elaborate machinery of the defendant 
for preventing its goods from falling 
into the hands of mail order houses, 
chain stores and other concerns pursu- 
ing price cutting policies, and that the 
scope of this machinery and the extent 
to which the company’s policy in this 
regard was carried, rather than its 
mere refusal to sell goods to parties 
who failed to maintain its resale prices, 
constituted the real basis for the court’s 
adverse ruling. The Supreme Court 
was careful to reiterate its former rul- 
ing in the Colgate case sustaining the 
right of the trader or manufacturer en- 
gaged in private business “to exercise 
his own discretion as to those with 
whom he would deal and to announce 
the circumstances under which he would 
refuse to sell.” 

Not long ago the commission an- 
nounced that it had dismissed some 
forty complaints involving the price 
maintenance issue and foreshadowing 
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its future policy with respect to this 
class of cases in the following terms: 

“These cases involve resale price 
maintenance and were suspended by 
the commission to await the determina- 
tion of the Beechnut Packing case, 
which case was selected and advanced 
by the commission as a test case. In 
the Beechnut. case the Supreme Court 
upheld the position of the commission 
with respect to resale price mainte- 
nance. 

“After the Beechnut decision the 
commission considered its suspense 
calendar and concluded, in view of the 
Beechnut decision and the age of the 
cases on suspense, that the cases sus- 
pended should be dismissed without 
prejudice, as it appeared to the com- 
mission that the Supreme Court had 
settled the law with respect to price 
maintenance, and to bring these forty 
cases to a conclusion would involve a 
large expenditure of time and money 
and would require the amendment of 
the complaints to bring them down to 
date, and rather than amend its com- 
plaints, which would require reinvesti- 
gation, the commission dismissed them 
without prejudice. 

“At the time the commission in- 
structed its chief examiner to institute 
a new inquiry with respect to each of 
the dismissed cases, and, if it appeared 
that violations of the law were found 
to exist within the meaning of the 
Beechnut decision, to report the facts to 
the commission for determination as to 
whether or not new complaints should 
issue.” 


More Price Maintenance Complaints 


Since the publication of this an- 
nouncement the commission has issued 
new complaints against several corpo- 
rations including the National Lead Co. 
and the American Tobacco Co., and as 
it is understood that these cases in- 
volve issues which the respondents 
undertake to differentiate from those 
decided in the Beechnut case it may 
be assumed that the Supreme Court will 
soon be appealed to for further en- 
lightenment on this important but 
highly complicated issue. 

The crowded dockets of the Congres- 
sional committees having jurisdiction of 
the price maintenance question have 
prevented any progress in the present 
Congress with the Kelly-Stevens bill or 
other legislation involving the same 
principle. The Federal Trade Commis- 
sion is reported as prepared to co- 
operate with manufacturers of uniden- 
tified merchandise in securing the pas- 
sage of a law specifically legalizing the 
maintenance of resale prices and it is 
rumored that co-operation will be ten- 
dered in the near future from a very 
high official source. The movement for 
the legislation will be antagonized as in ~ 
the past by powerful interests includ- 
ing the big department stores and it is 
a serious question whether it will prove 
practicable to secure definite Congres- 
sional action before the final adjourn- 
ment of the present Congress on March 
4 next. 
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The attention of the Federal Trade 
Commission has recently been drawn 
to the large number of substitutes for 
turpentine now in the market. Some of 
these articles are sold under represen- 
tations to which the commission can 
take no exceptions as no pretense is 
made that they are anything but sub- 
stitutes, but in some cases the adver- 
tising matter is of such a character that 
the commission is convinced that the 
purchaser may be misled concerning the 
origin or composition of the article. 

In connection with this inquiry the 
commission has just issued an order to 
“cease and desist” against the Pinene 
Manufacturing Co. of Philadelphia, 
manufacturers of chemicals and oils. 
The respondent is ordered to discon- 
tinue the practice of using the word 
“Pinene” in the advertisement and sale 
of any substitute for turpentine. It is 
also forbidden in the sale of this article 
to use the following or statements of 
like import: 

“It is a pine tree spirit. It is a 
chemically correct substitute for tur- 
pentine. It is a synthetic turpentine 
embodying all the physical measure- 
ments of spirits of turpentine and meet- 
ing ail the requirements of turpentine.” 

It is apparent that the merits of this 
case must be judged by technicalities 
that do not appear in the brief bulletin 
issued by the commission. 


Another Turpentine Case 


A complaint involving a similar issue 
has been filed against the Clifford Smith 
Co., of Richmond, Va., distributors of 
paints and allied products. The respon- 
dent is charged with “exploiting with 


Veteran Employees at Laying of 
Disston Corner Stone 


For the purpose of commemorating 
the erection of the first of Tacony 
(Philadelphia) factory buildings of 
Henry Disston & Sons, Inc., fifty-four 
veteran members of the organization 
assembled on Sept. 26 to witness the 
laying of the corner stone, en event 
which had originally been dispensed 
with. The stone was laid by Jacob 
Disston, Sr., the only surviving son of 
the founder of the works. In this he 
was assisted by William Smith, who 
fifty years before had helped Henry 
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advertising and by other means a sub- 
stitute for turpentine under the name 
‘Argentine Turpentine,’ thus deceiving 
the purchaser of such commodity into 
the belief that the respondent’s product 
is turpentine when such is not the case.” 

In this case it also appears that the 
question at issue is one of fact. Be- 
fore an order is made in this case the 
respondent will have an opportunity to 
file an answer after which the issue will 
be joined and the case tried in the usual 
manner. ° 

It will be noted that in both the case 
above referred to, which involve alleged 
misbranding of substitutes for turpen- 
tine, the issues would come within the 
jurisdiction of the proposed Honest 
Paint Law, a bill for which has been 
pending in Congress for many years. 
Certain critics of the Federal Trade 
Commission are disposed to make the 
point that Congress having failed to 
enact this legislation it is not a proper 
function of any Federal body to under- 
take to cover the same ground. 

The commission continues, however, 
to pursue manufacturers and dealers 
who indulge in any form of misbrand- 
ing. A formal complaint has just been 
issued in this connection against the 
Atlantic Comb Works of New York 
City. 

This concern manufactures and sells 
toilet articles composed of nitrated cell- 
ulose or pyroxylin plastic, known com- 
mercially as “celluoid,” “pyralin,” 
“fiberloid,” “visceloid,’” and by other 
names. This product resembles ivory 
in color and general appearance ana the 
respondent, the complaint alleges, ex- 
ploits the same under the title and 





Disston in the original breaking of 
ground. Each of the fifty-four men, 
who witnessed this ceremony has fifty 
or more years of continuous service to 
his credit. Of these veterans, thirty- 
two are now actively employed in the 
Disston plant. 

The firm of Henry Disston & Sons, 
Inc., was founded in 1840 by Henry 
Disston, who single handed manufac- 
tured saws in a small cellar near Sec- 
ond Street, Philadelphia. His business 
prospered and in 1846, factory-space 
was leased at Front Street and Maiden 
Lane, afterwards calle Laurel Street, in 


order that he might utilize steam power. 
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designation of “white ivory,” thus de- 
ceiving the purchasing public into the 
belief that the articles so distributed 
by respondents are made of ivory in 
whole or in part. The respondent is 
given thirty days in which to answer 
the charges, after which the case will 
be tried on its merits. 


Steel Merger Complaint Dismissed 


The merger of the Midvale Steel and 
Ordnance Co., Republic Iron and Steel 
Co. and Inland Steel Co., having been 
abandoned and a notice to that effect 
having been filed with the Federal 
Trade Commission, the announcement 
has been made that the commission has 
dismissed its complaint against the pro- 
posed merger. It will be recalled that 
the commission attacked the merger on 
the ground that it was an unfair method 
of competition, although the consolida- 
tion had been approved in substance by 
the Attorney General of the United 
States. 

It is understood that the promoters 
of this merger do not accept the view 
of the commission that the proposed 
merger would violate the Sherman Act, 
the Clayton Act, or the law creating 
the commission. The commission’s at- 
titude, however, undoubtedly prejudiced 
the entire project in the minds of in- 
vestors which made it difficult to 
finance the scheme. The purpose in 
notifying the commission of the aban- 
donment of the merger was not to ac- 
knowledge the jurisdiction of the com- 
mission or to admit the soundness of 
its contention, but merely to obviate 
further controversy in view of the fact 
that the merger had been abandoned. 


In 1849 a boiler explosion demolished 
this plant. The erection of another was 
immediately begun on an adjoining lot. 
The building, a four-story brick struc- 
ture, 30 x 60 ft., formed the nucleus of 
the large works to be located on this 
site. In 1871, the business having out- 
grown its accommodations at Front and 
Laurel Streets, a tract of six acres was 
purchased in Tacony, a suburb of Phila- 
delphia. Ground was broken for the 
first of the buildings on the Tacony site 
on Sept. 26, 1872. This was the first of 
the present sixty-eight factory build- 
ings which now cover an area of sixty- 
five acres, 


Some of the Veterans of Henry Disston & Sons, Ino, 


Reading matter continued on page 70 
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Help your customers 
to build satisfactory garage doors 


MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
trackwdoor bolts and 
latchesy shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


VERY man who comes into your 
store with a problem of purchasing 
hardware for a garage door will appre- 
ciate intelligent help from you. You can 
serve him, from the planning of a door to 
selling him the necessary hardware. 
Our booklet, “McKinney Complete 
Garage Sets,” is designed to give this help 
to your customers. Pages such as the one 
above present illustrations of swinging 
and sliding-folding doors for any width 
of garage entrances with simple plans for 
the hanging of the doors and illustra- 
tions of the hardware necessary for what- 
ever type of door the customer may select. 
The hardware is of superior quality— 
McKinney made. Every piece needed 





for a complete garage door installation 
is packed in a strong, neat box. 

Think what that means to you! Every 
element of uncertainty is eliminated in 
the sale. Not a piece is missing. No time 
is lost in hunting up the various items. 
No over-stocking of slow-moving parts. 

Tie the McKinney Booklet to. the 
counter. Place the McKinney Complete 
Garage Door Sets on your shelves. The 
service the booklet performs for your 
customer is reflected in the profit you 
derive from the fast-moving specialty be- 
hind your counter. 

We will gladly send you this valuable 
booklet on request. Ask your jobber for 
the McKinney Complete Garage Sets. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING 


Western Office, Wrigley Bldg., Chicago 


CO., PitTTsBuRGH 


Export Representation 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Electrical Washer Has Unique Fea- 
tures 


Sturdily built in two cast iron units, the 
Berthold Electric Washer, made by the Ber- 
thold Electrical Mfg. Co., 127-129 South 
Green Street, Chicago, Ill., has all the oper- 
ating mechanism incased in housing. This 
feature is claimed to entirely eliminate the 
possibility of the operator getting fingers 
or clothing caught in any of the moving 














parts. The machine is of the cylinder re- 
volving type and combines both vacuum 
and oscillating features, together with a re- 
versing movement which completely turns 
the clothes over, in this manner reaching, 
it is said, every piece in the wash. This ma- 
chine is designed to be directly connected 
to hot and cold water and drains to the 
sewer. It is easily cleaned through allow- 
ing the faucet to run for a few minutes. 
A means is also provided for the precipita- 
tion of the dirt, thus removing it from the 
water in which the clothes are being 
washed. The machine is equipped with a 
12-in. wringer that locks in four positions, 
a feature that enables the operator to wring 
from the rinsing water to the washer, to the 
boiler, or the clothes basket, without de- 
taching. 


Axe-Knife for the Woodsman and 
Boy Scout 

Suitable for use as a general utility and 
camp knife, the Woodsman and Boy Scout 
Axe-Knife, made by the Union Cutlery Co., 
Olean, N. Y., is sturdy and durable in con- 
struction. It is handy to carry and can be 
used on the hike as a light trail maker. 
A patented feature is the method of keep- 
ing the edge of the knife from being dulled 
when closing. 














Additions to Moe’s Poultry Supplies 


Made of heavy galvanized iron, Moe’s In- 
sulated Double Wall Fountain, recently 
placed on the market by Hoeft & Co., 400 
North Ashland Ave., Chicago, Ill, has 














Insulated Double Wall Fountain 


double walls packed with an insulating ma- 
terial. It is well made and designed to keep 
water warm in winter and cool in summer. 
The fountain, which is made in 2, 3, and 
5-gal. sizes, is durable in construction. 

Moe’s Buttermilk Feeding Trough is also 
a new device recently developed. It is de- 
signed for chicks and growing stock and is 
made of pure aluminum which is not af- 
fected by the acids of milk and similar 
feeds. The trough and top are each 
stamped in one piece, being without 
seams, rivets or solder. It has a sliding top 
and is easy to keep clean. This trough is 
made in 10 and 20-in. lengths. 














Buttermilk Feeding Trough 


Equipped with a magazine or container 
capable of holding a good quantity of feed, 
Moe’s New Magazine Chick Feeder and 
Waterer is also illustrated. The upper 
magazine is fitted to the feeder top with a 
spiral thread so it can be adjusted up or 
down to feed the various kinds of grain. It 














Magazine Chick Feeder and Waterer 


can also be used as a drinking fountain, as 
the magazine is water and air tight. 
Strength and durability is one of the 
principal features of Moe’s Mammoth Dry 
Mash Hopper. It is made of heavy galvan- 
ized iron and has a capacious hopper, suf- 
ficient to accommodate a full 100 lb. bag 
of mash. The feed is within easy reach of 
the chickens, and is protected from the 
weather and the ravishes of rats and mice. 
The taper shape, and inner construction 
provides a uniform automatic feed, while 
the wire grid and cross wires prevent waste, 





—— 











Mammoth Dry Mash Hopper 


The stand is made of heavy angle iron. 
It is painted and has wooden bars for the 
poultry to rest on when feeding. The length 
of the hopper is 35 in., width, 21 in., height 
18% in., and capacity 100 lbs. The height 
of the stand is 15% in. 

New Popular-Priced Mail Boxes 

The Puritan Specialty Co., 357 Union 
Park Ct., Chicago, Ill., has recently placed 
two new mail boxes on the market. These 
new products are 





known as No. 300 and 
No. 400, the latter be- 
ing illustrated here- 
with. These boxes 
have been made to 
meet the demand of 
the jobber and the re- 
tailer for a well fin- 
ished, durable box that 
can be retailed at a 
low price. These boxes 
are handsomely fin- 
ished and made of 
good weight stock and 
should prove popular items, 
view of the recent order of the postoffice 
to the effect that all householders must in- 
stall mail boxes, the alternative being the 
non-delivery until the order is complied 
with. 








especially in 


Preparation Eradicates Insect Pests 

The Superior Laboratories, Grand Rap- 
ids, Mich., have announced a new product 
called “Mist-A-Lyse” and will be put under 
the Tom-Tap brand. This firm has been 
marketing “Stovoil” for some time ind the 
addition of “Mist-A-Lyse” to the line gives 
them entry into another field. new 
product is claimed to be the enemy of 
household insects. It is used in a sprayer. 


Reading matter continued on page 72 
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The R-W Line 


R-W Barn Door Hangers 


Easy running, long wearing hang- 
ers for every type of barn door. 


R-W Farm Grindstones 


Ball-bearing, steel-frame grind - 
stones made especially for farm use. 
There are many styles to choose 
from. Operated by hand or foot. 


“Slidetite” Garage Hardware 


The original sliding-folding garage 
door hardware. Suitable for open- 
ings up to 30 feet wide. Doors will 
never stick or sag. Always weather 
tight. 


Vanishing Door Hardware 


House doors hung on this hard- 
ware slide instead of swing. They 
are great space savers and will never 
stick. 


AiR-Way Window Hardware 


Will make a sun room or sleeping 
porch of any room. The windows 
fold back out of the way—no inter- 
ference from screens or draperies. 
Absolutely weathertight. 


And a Variety of 
Specialties 
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Hardware for the 
Farm and Home 


The Richards-Wilcox Manufacturing Company specializes.in the 
production of dependable hardware for the farm and farm home. 
Richards-Wilcox hardware has for years been giving the utmost 
satisfaction on fine farms from Maine to California. If you cater 
to the farmer you will find many items in the Richards-Wilcox line 
that will sell readily to your trade. Write today for a copy ot 
“Hardware for the Farm and Home,” as well as information regard- 
ing other Richards-Wilcox specialties. 
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If you are not already hand- 
ling the genuine R-W hard- 
ware, it may be obtained 
from our nearest branch. 
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Notes of the Retail Hardware Trade | 
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KINGSBURG, CAL.—The stock of P. G. 
Aspegren has been damaged by fire. 

BIRMINGHAM, ALA.—B. M. Cheno- 
weth & Co., Inc., doing both a whole- 
sale and retail business, are now lo- 
cated in their new quarters at 103 
North Twentieth Street. Catalogs re- 
quested on the following: Clocks and 
watches, cutlery, flashlights, fountain 
pens, fishing tackle, guns and ammuni- 
tion, hammocks and swings, picnic 
equipment, sporting goods and toys 
and games. 

MILNER, CoL.—Joseph Micheletti is 
successor to the Milner Mercantile Co. 
His stock comprises a line of automo- 
bile accessories, automobile tires, auto 
storage batteries, clocks and watches, 
crockery and glassware, cutlery, flash- 
lights, fountain pens, fishing tackle, 
garage hardware, gasoline, guns and 
ammunition, heavy hardware, house- 
furnishings, linoleum and oil cloth, oils 
and greases, poultry supplies, rope and 
twine, shoe findings, stoves and ranges, 
toys, games and vulcanizing depart- 
ment. 

JESUP, GA.—Roy E. Breen has pur- 
chased the interest of his father in the 
hardware business of F. E. Breen & 
Son. He will continue as the Breen 
Hardware Co. 

AURORA, ILL.—The G. C. Mitchell 
Co., 586 Main Street, has added a re- 
tail hardware department, and_ re- 
quests catalogs from manufacturers. 

GALVA, ILL.—Glenn R. Swank, new 
owner of the Glidden Bros. stock, re- 
quests catalogs on barn equipment, 
belting and packing, bicycles, builders’ 
hardware, churns, cream separators, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, heating stoves, heavy 
hardware, home barbers’ supplies, in- 
cubators, insecticides, lubricating oils, 
mechanics’ tools, poultry supplies, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves, ranges and washing ma- 
chines. 

HAMMOND, IND.—The Service Hard- 
ware and Electric Co. has opened a 
store at 837 Calumet Avenue, with a 
complete line of hardware and elec- 
trical goods. Catalogs requested. 

ELKHART, IowA.—The stock of the 
Cory Hardware Co. was recently de- 
stroyed by fire. Plans are being made 
to rebuild, and catalogs are requested 
on the following: Automobile tires, 
builders’ hardware, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, electrical specialties, electrical 
supplies, flashlights, fountain pens, 
fishing tackle, furnaces, garage hard- 
ware, gasoline, gasoline engines, glass, 
guns and ammunition, hammocks and 
swings, heavy hardware, incubators, 
insecticides, housefurnishings, linoleum 
and oil cloth, musical instruments, oils 
and greases, paints, oils and varnishes, 
picnic equipment, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, radio equipment, 
refrigerators, rope and twine, seeds 
and fertilizers, silverware, sporting 


goods, stoves and ranges, tin shop and 
washing machines. 

WEBSTER CiTy, Iowa.—C. F. Gard- 
ner has sold his interest in the Gardner 
& Powers hardware business and the 
name has been changed to The Powers 
Hardware. A complete line of sporting 
goods has been added. Catalogs re- 
quested on barn equipment, bicycles, 
builders’ hardware, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, heavy hardware, _ incubators, 
housefurnishings, mechanics’ tools, mill 
supplies, oils and greases, paints, oils 
and varnishes, picnic equipment, poul- 
try supplies, refrigerators, rope and 
twine, silverware, sporting goods, 
stoves and ranges, toys, games and 
washing machines. 

WHITEMORE, Iowa.—C. B. Holdridge 
has sold his business to Raymond Oli- 
ver. 

BELOIT, KAN.—The Kansas Hard- 
ware has disposed of its stock and fix- 
tures to Frank S. Hill and H. C. Cole. 

Kansas City, KAN.—M. J. Manning 
& Sons have opened a branch store at 
904 North 18th Street. Catalogs re- 
quested on a general line of hardware. 

SALINA, Kan.—J. A. Stauffer has 
commenced business at 110 South Fifth 
Street, dealing in barn equipment, 
clocks and watches, cutlery, flashlights, 
guns and ammunition, mechanics’ tools, 
paints, oils and varnishes, pumps and 
rope and twine. Catalogs requested on 
a general line of hardware. 

BERLIN, Mp.—The C. & P. Hardware 
Co., wholesaler and retailer, is pur- 
chaser of the R. C. Peters & Sons hard- 
ware stock. Catalogs requested on a 
general line of hardware, furniture 
and enamelware. 

Boston, Mass.—John Binney & Son 
Co., 326 Atlantic Avenue, has been in- 
corporated to conduct both a wholesale 
and retail business. The capital stock 
is $25.000. Herbert O. Morton and 
others are the incorporators. 

DETROIT, MicH.—Smith’s has estab- 
lished itself in business at 8851 Twelfth 
Street to deal in bathroom fixtures, 
bicycles, builders’ hardware, building 
paper, clocks and: watches, crockery 
and glassware, cutlery, electrical sup- 
plies, flashlights, fishing tackle, glass, 
hammocks and swings, heavy hard- 
ware, housefurnishings, linoleum and 
oil cloth, mechanics’ tools, paints, oils 
and varnishes, prepared roofing, re- 
frigerators, seeds and fertilizers, sport- 
ing goods, stoves and ranges, tin shop, 
toys, games and washing machines. 
Catalogs requested on a line of builders’ 
hardware. 

DeTROIT, MicH.—Wetsman & Black, 
11318 E. Jefferson Avenue, are remod- 
eling their store and adding a line of 
furniture. 

ADRIAN, MINN.—Billington and Hen- 
nekes are successors to the Pow Cash 
Hardware. 

ELLENDALE, MINN.— The Cassemo 
Hardware has bought the stock of 
Sherman Hyatt. The new owner re- 
quests catalogs on belting and packing, 
cutlery, dairy supplies, heating stoves, 


insecticides, poultry supplies and stoves 
and ranges. 

OsLo, MINN.—Movold & Ringborg 
have commenced business here, han- 
dling a stock of the following: Barn 
equipment, bicycles, builders’ hard- 
ware, cutlery, dairy supplies, dynamite, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, glass, guns 
and ammunition, harness, heavy hard- 
ware, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, pumps, rope and twine, sil- 
verware, sporting goods, stoves, ranges 
and tin shop. 

GENEVA, NEB.—E. Nahrgang is pur- 
chaser of the hardware business of 
Joseph Ertel. 

CORNING, N. Y.— The Boller Bros. 
Hardware are combining their two 
stores into one, and installing a modern 
front 43 ft. in width. 

BOWLING GREEN, OHI0.—The Camp- 
bell Bros. Hardware Co. stock has been 
purchased by C. G. Heiby of Sarnia, 
Ontario. 

ToRONTO, OHIO—The Low Hard- 
ware Store stock has been sold to Percy 
Littlecott and Emmett Fleming, who 
have been in charge of the store. The 
business will hereafter be conducted 
under the name of the Gem City Hard- 
ware Store. 

ARNETT OKLA.—The Sandford Hard- 
ware Co. has established itself in busi- 
ness here, and will deal in the follow- 
ing lines: bicycles, builders’ hardware, 
clocks and watches, crockery and glass- 
ware, cutlery, dairy supplies, flash- 
lights, fishing tackle, furnaces, gasoline 
engines, glass, guns and ammunition, 
harness, heavy hardware, incubators, 
housefurnishings, mechanics’ tools, oils 
and greases, paints, oils and varnishes, 
rope and twine, shoe findings, silver- 
ware, sporting goods, stoves, ranges 
and washing machines. Catalogs re- 
quested on crockery and glassware, 
clocks and watches, paints, oils, var- 
nishes and glass. 

CLEARFIELD, Pa.—The Dufton Hard- 
ware Co., wholesaler and retailer, 1s 
installing a new store front. 

BONESTEEL, S. D.—The stock of John 
Sullivan has been destroyed by fire. 
He will resume business about Dec. 1. 

KinGsPorT, TENN.— The Dobyns- 
Taylor Hardware Co., Inc., successor to 
the Kingsport Hardware Co., requests 
catalogs on automobile accessories, au- 
tomobile tires, barn equipment, bath- 
room fixtures, belting and packing, bi- 
cycles, builders’ hardware, building pa- 
per, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, 
dynamite, electrical household special 
ties, farm implements, flashlights, fish- 
ing tackle, furnaces, garage hardwart, 
guns and ammunition, hammocks am 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, 1M 
secticides, kitchen housefurnishings, !U- 
bricating oils, mechanics’ tools, paint®, 
oils, varnishes and glass, poultry SUP 
plies, prepared roofing, pumps, reirig- 
erators, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games, washing machines 4m 
wheel toys. 








